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Dexter’s “Single Bore’ screen and combination door 
lock set is famous Dexter quality through and through 
. exterior parts solid brass . . . interior parts steel, 
no die castings . . . locks safely, securely from inside 
at the touch of a fingertip ... lock fits doors from 
56” to 134" thick ...no adjustment necessary .. 
ideal for use with door closer... costs less and is 
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Dexter “fetime Guaranteed. 
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DEXTER LOCK COMPANY 


GRAND RAPIDS * MICHIGAN 

A SUBSIDIARY OF NATIONAL BRASS COMPANY 

tn Caneda: Dexter Leck Canede Lid., Gueiph, Ontarie 

In Mexico: Dexter Locks, Plate Elegante, $. A. de C. V., Monterrey, Nueve Leon 
MANUFACTURERS OF AMERICA'S ORIGINAL TUBULAR LOCKS 
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NO. 1100 LOCK SET 


Installs in minutes! 


You bore only one '%._” 
hole toinstall the Dexter 
"Single Bore."’ This 
means hours saved in 
door installations. For 
the do-it-yourself home 
owner, thisis the easiest, 
simplest lock to install. 











Easy to plane door edge! 


Because “Single Bore” 
does not have a pro- 
truding latch bolt, noth- 
ing interferes with plan- 
ing edge of door after 
installation, Again, 
costly time is saved. 


"SOFT TOUCH” 
yielding strike! 


The Dexter “Soft Touch” yielding 

strike of the “Single Bore” requires 

no mortising, mounts on surface of 

door jamb. Metal lever yields when 

door closes, locks securely. STRIKE FOR 
NO. 1100 





or Hardware 


| ‘It's @ handsome addition to any dealer's showroom. Each dis- 
play is a. a Mounted Sample and takes an assort- 


£ in @asy view of customers—always. 
SALES in the ever increasing Do-It-Yourself 


of hardware. 
ASSISTS Rin proper selection of hardware. 
ACME APPLIANCE MFG. CO. PROVIDES SPACE for retail prices. 
35 S. RAYMOND AVENUE, PASADENA, CALIFORNIA a. INCLUDES complete illustrated instructions for easy 


Gentiemen 


Please have your salesman cal! with complete /aformation © = 2 a STOCK—displays enly those items 


about the new ACME SILENT SALESMAN. 


COMPANY NAME : _ Lv 15” x 24 floor space. 


tai Bi-Rail” Series 3000 or 


TYPE OF BUSINESS _ 


ADDRESS 
NI m ONLY 18 SETS (3 cases) 
CITY : ____20NE ed == o is | ract Bi , just fill out the coupon at 
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will call and instal! it for you. 
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Keep Your Reputation 
“«\ for Quality with- 


LAA 


’ 3 Beautiful Lines & 
ADMIRAL— mode from A-Select Birch FLUSH DOORS 


COM MANDER— made from A-Birch 


URAC 185 Resin Adhesive—a gap-filling, craze 
resistant glue reinforcement—bonds all Shoreline 


doors. They're quaranteed to lay flat, not dip or 
CH 1EF— made from Paint Grade Birch 


wave. 


OUR HIGH PRODUCTION GIVES YOU 
TOP QUALITY at LOW COST 


Note these Important Features— 


Va Three modern plants produce 10,000 doors each day. 


iY Volume buying, low overhead and mass production facili- 


ties enable us to produce top quality doors at lowest prices 
on the market. 


i“ STILES, RAILS AND CORES are milled to micrometer read- 
ings, with 24 pieces of 54" all wood ladders. 


4“ BIRCH FACES OF SHORELINE DOORS are smooth sanded, 


beautifully finished for on-sight sales (the prices are the 
clincher.) 


i“ THE FACILITIES AND RESOURCES of Grand Traverse 
Sales assure you a permanent, dependable supply source. 


IMMEDIATE DELIVERY 


Wire, Write or Phone for Prices 


GRAND TRAVERSE SALES COMPANY 


Tel Micwe 
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” Prof ts grow fastes when you m0 General Doors 
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You don’t have to re-sell your customers on General 
Doors every time they order materials. 


They know that these quality doors are always cheaper 
in the long run. They are easier to finish, easier to 
hang and they look better to the homeowner. That 
means no complaints, no costly call-backs, no claims, 
no adjustments. 


That is why dealers push General Doors, why they 


have made General the largest producer of flush doors. 


{LL General Doors are HOT Plate Pressed 
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The Doors that pass 


the “Elephant Test” i L U 4 be > o oO R S 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


BOOM IN COMMERCIAL CONSTRUCTION. Bright spot in the 1954 building picture is the 
volume of office buildings, lofts and warehouses now going up. A 15% 
increase over 1953 is expected. The current boom is characterized by 
(1) the lush expansion of super office buildings, and (2) the great 
wave of new shopping centers. 

PROFILE OF A NEW OFFICE BUILDING. The typical office building is a solid block, 
without a court or recess with resulting increase in the useable space 
per foot. In New York, for example, the replacement of an old ll- 
story building with a new 12-story one permitted almost double the 
occupancy. 

REPAIR AND REMODELING STIMULATED. The jump in new commercial building is forc- 
ing long delayed modernization of existing structures. Improvements 
cover a broad field <= air conditioning, floor coverings, revamped 
wiring, acoustical treatments, new elevators, etc. 

HOUSING BILL STILL UNDER FIRE. The attack still centers on the fact that there 

° are no specific provisions of a public housing program, nor is there 
provision for continuing direct loans to veterans after next June 30. 
The 40-year amortized mortgage plan is criticized because it is felt 
that "families living in slums cannot pay $63 a month for housing." 

BUILDER PROFIT POINTERS. The National Association of Home Builders has a terse 
message for builders on how to increase profits: (1) keep on producing 
(2) keep things going when you are not on the job (3) constantly in- 
vestigate alternatives (4) don't let overhead creep up on you and 
(5) don't make false assumptions on your costs. 

SLUM ELIMINATION PROBLEM. We've. been re-reading the President's Advisory 
Report on this subject. The figures are staggering...suggest why it's 
political fodder...a market dealers should be interested in. Today 5 
million units require demolition, 1.8 million are sub-standard, 3.4 
million lack hot water, inside plumbing. If we spent $300 million 
(nearly five times the present rate) yearly it would take 50 years to 
clear this housing for all cities. 

CONSTRUCTION UNIONS NEW REALISM. Union spokesmen and contractors alike are 
wondering if spring might see a slowdown in building, at least in some 
areas. Unions are now talking about holding the wage line. The down- 
turn in wages in a 20-city average wage index last month indicates the 
basis for union apprehension. 

LARGER DISCOUNTS BEING OFFERED CONTRACTORS. There are few outright price reduc-~ 
tions in the price of lumber and building materials but bigger dis- 
counts to builders by dealers amount to the same thing. Buildars with 
cash are making some rine deals. The next two months will tell the 
real story. 

BROADER HOME MODERNIZATION LOANS. There has been talk about the possibility of 
the Government insuring loans for major and minor household appli- 
ances, refrigerators, ranges, etc. We've checked but no one would 
take it out of the "it-would-be-a-good-thing" class. 


(continued on page 9) 
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10 Mei TODAY’S SWIFTLY GROWING 


PREFERENCE FOR VERTICAL 


SIDING AMONG BUILDERS AND 
PROSPECTIVE HOME OWNERS... 


“We are so pleased with our 
lumber; give the boys a pat 
on the back.” 


From an Indiana 


Customer 


In soft-textured, resin-free 

is Soft Pine. Kiln-dried 

es" correct moisture content, this 
superior wood nails without splitting, 
paint without bleeding, stands up to 


A DIVISION OF THE CrROSSETT ComPANy 
CROSSETT, ARKANSAS 
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February Building Sets Record 


Public and private outlays for 
new construction in February 
amounted to $2.3 billion—a record 
for that month, the Commerce De- 
partment reported. 

February construction expendi- 
tures, even though they were 5% 
under January levels, declined 
“less than seasonally” during the 
month and were 1% higher than 
the previous February record in 
1953, according to the department. 

Building up 2%. During the first 
two months of this year, expendi- 
tures for all types of new construc- 
tion amounted to over $4.7 billion 
for a 2% gain from last year. 

For the two-month period this 
year, outlays for private construc- 
tion put in place accounted for 
$3.4 billion of the total. This was 
about 5% above private spending 
in January-February, 1953. Out- 
lays for new public construction, 
at $1.3 billion, trailed the 1953 
figure by 4%. 

Slight declines. During Feb- 
ruary, the department said private 
residential building, highway con- 
struction and most types of private 
nonresidential building showed 
“less than seasonal declines.” Con- 
struction of public schools, hospi- 
tals and sewer and water facilities 
rose last month at a time when 
there is normally a decline, it 
added. 

Decreases in spending were 
“about seasonal” for privately 
owned public utilities but outlays 
for stores, military installations 
and conservation and development 
work fell “more than is usual for 
February,” the department noted. 


Lower Prices Up 
Used Home Sales 


Skidding prices on second-hand 
homes are bringing an upturn in 
buyer interest. 

Mrs. L. L. Harp, a Houston real 
estate broker, reports “a deluge of 
sales” just since the first of the 
year. “The sellers have come to 
realize they’re dealing in a buyer’s 
market and have come down on 
prices accordingly,” she explains. 

In San Francisco, five realtors 
note a market upturn in sales of 
used homes in the past three 
months. Four of them report prices 
are 5% to 15% below a year ago. 
“Sellers used to write their own 
tickets but they can’t any more,” 
says one. 


Morton Bodfish, board chairman 
and president of Chicago’s First 
Federal Savings & Loan Associa- 
tion, says inquiries for loans on 
existing properties have shown a 
sudden jump during the past few 
weeks, are now running at a rate 
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twice as high as a month ago. 

Many realtors and bankers, can- 
vassed in a 12-city Wall Street 
Journal survey, rank easier mort- 
gage financing and possibly rising 
confidence in the economy as other 
reasons for the present perk-up in 
home shopping. The dip in prices 
is regarded as the main factor, 
though. This dip has averaged 
about 10% in the past year—and 
many real estate men and bankers 
expect it to deepen. 


Distributors to Meet 
May 3-4 at Washington 


The spring meeting of the Na- 
tional Building Material Distribu- 
tors Association, will be held at 
the Hotel Statler, Washington, 
D. C., on May 8 and 4, according 
to A. P. Fisher, Wholesale Service 
Supply Corp., Albany, N. Y., chair- 
man of the program committee. At- 
tendance by 200 building material 
distributors, representing 32 states, 
is anticipated. 

The morning of the first day will 
be largely devoted to affairs of the 
association and the afternoon to a 
clinic which will review current 
building material distributor con- 
ditions throughout the country. C. 
Lawrence Fenner, Mohawk Build- 
ing Materials Corp., Rensselaer, 
N. Y., and F.. M. Tomlinson, A. T. 
McClure Glass Co., Reynoldsville, 
Penn., will act as co-moderators 
for this discussion. The first day’s 
program is a closed meeting for 
members and guest distributors 
only. 

The second day’s meeting will 
bring together personalities from 
the government, and industry, in- 
cluding M. C. Fairfield, general 
sales manager, Insulite, Division 
of Minnesota and Ontario Paper 
Co., who will talk on “What Kind 
of Selling Job Does a Manufac- 
turer Expect of the Wholesaler.” 

The afternoon of the second day 
will be devoted to a panel discus- 
sion by three manufacturers’ rep- 
resentatives and three building 
material distributors. Among the 
manufacturers participating will 
be J. D. Fisher, Wood Conversior. 
Co., and Allen Cassin, Celotex 
Corp. Distributors participating 
will include A. P. Fisher, Whole- 
sale Service Supply Corp., Albany, 
N. Y.; M. L. MeCreery, Michigan 
Wholesalers, Inc., Jackson, Mich., 
and Charles Folsom, Bass & Com- 
pany, Inc., Hopkinsville, Ky. Eldon 
P. Reising, Indiana Wholesalers, 
Inc., Evansville, Ind., will act as 
moderator. Advance reservations 
may be made through the National 
Building Material Distributors 
Assn., 111 W. Washington St., Chi- 
cago 2, Ill. 
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EXPENDITURES for new construction put in 
lace during January ran 3% ahead of the 
ike 1953 month. However, the $2.4 billion 
total was down seasonally from December. 
Privately financed work was up 5%, from a 
year earlier, while publicly financed opera- 
tions slipped 3% from January, 1953. 


Consumer Buying on 
Credit Fell in January 


Consumers cut down the amount 
of their “on the cuff” purchases in 
January for the first time in 22 
months, the Federal! Reserve Board 
reported. 

Consumer instalment debt drop- 
ped $363 million during January. 
This compares with an increase of 
$644 million in December and $167 
million in January, 1953. 

The decline in January reduced 
the total of such credit outstand- 
ing to $21.4 billion—compared 
with the high of $21.8 billion 
reached in December. The total in 
January, 1952, was $2.6 billion 
lower than this year. 

F.R.B. officials said the January 
decrease was largely due to “sea- 
sonal influences.” They noted, for 
instance, that car sales are usually 
slow in January and as a result 
consumers pared their auto loans 
by $205 million in that month. 


Ruberoid to Split 
Shares 2 for 1 


Stockholders of Ruberoid Co. 
will be asked to approve an in- 
crease in the number of authorized 
common shares to 3 million to ef- 
fect a 2-for-1 stock split. 


Management’s intention to broad- 
en the market for its stock is under- 
stood to be behind the move. 

The company has been plowing 
about half of earnings back into 
expansion which was cited as one 
of the factors that permitted an 
increase in sales volume to nearly 
$75 million last year from $66 mil- 
lion in 1952 and less than $20 mil- 
lion annually before World War II. 
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Western Pine Has $750,000 Program 


The Western pine story will be 
carried to the public by a $750,000 
promotion and advertising pro- 
gram approved at the 23rd annual 
convention of the Western Pine As- 
sociation, March 4-6 at San Fran- 
cisco. 

U. R. Armstrong, association 
president, told the delegates their 
industry was never healthier than 
it is right now and, although more 
aggressive selling will be neces- 
sary, the Western pine business 
should flourish indefinitely. 

Armstrong, vice president and 
general manager of Hallack & 
Howard Lumber Company’s Win- 
chester, Ida., operation said that 
tightening market conditions are 
merely “stimulating the industry 
to greater sales effort and greater 
volume,” 

The meeting this year concen- 
trated on forestry, promotion, re- 
search, grading and _ statistical 
problems, under the general direc- 
tion of 8S. V. Fullaway, Jr., secre- 
tary-manager. 

Overtime ends. Armstrong told 
the meeting that employment in the 
industry should hold fairly high 
but that the days of overtime are 
about over. The 40-hour week is 
back in the woods and lumber mills 
and there will be a drop in total 
payrolls for the 100,000 people de- 
pendent on the Western pine in- 
dustry. 

Leo V. Bodine, executive vice 
president of the National Lumber 
Manufacturers Assn., Washington, 
D. C., told the meeting that housing 
starts this year are expected to be 
down 5 to 10%. Bodine hopes to 
see a liberalization of credit for 
home building and repair. 

New lumber competition. Bodine 
said lumbermen are worried over 
foreign competition. The Army En- 
gineers, he said, will buy $37,000,- 
000 worth of lumber in the next 
for weeks for reconstruction use in 
Korea and only $16,000,000 worth 
will come under the Buy American 
Act. 

This, he added, will give Cana- 
dian interests a chance to bid on 
the remaining $21,000,000 worth of 
lumber needed by the Army Engi- 
neers. Since costs in Canada are 
lower than in the U. S. there is a 
good chance that part of the lum- 
ber used in Korea wil! come from 
Canada. 

W. E. Griffee, assistant secre- 
tary-manager of the association, 
reported the total volume of con- 
struction activity expected for this 
year to be “one of the brightest 
spots in the entire business pic- 
ture.” 

More than 1953. Total construc- 
tion, he estimated, will come close 
to last year’s $34.8 billion dollars 
and may exceed that total. A size- 
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U. R. ARMSTRONG 


able percentage is for schools and 
other construction work, relatively 
“depression proof.” 

Last year’s non farm residential 
housing starts, Griffee said, num- 
bered more than 1,100,000 or 2% 
less than 1952. Predictions for this 
year are for a reduction of from 
7 to 10%. The do-it-yourself and 
home modernization trend will help 
the lumber market but Griffee ex- 
pects lower prices to be a more 
important factor in swinging busi- 
ness back from competing materi- 
als to lumber. 


Painters Told to 
Combat Do-it-Yourself 


The “do-it-yourself” trend by 
homeowners has been a serious 
blow to professional painters, and 
improved sales and merchandising 
promotion is needed to offset it. 

Richard H. Bohl, Columbus, O., 
president of the Painting and Dec- 
orating Contractors of America, 
issued that warning to 600 dele- 
gates to the association’s conven- 
tion in the Statler at Los Angeles 
last month. 


BUILDING PRODUCTS 
in 3-D 
that’s the way one leading lumber 
dealer describes our annual Dealer 


Products File issue to be published 
April 5. 
It’s a year-round reference book 
with: 
1. Editorial features on all the 
products you sell. 


2. Photographs of products, cor- 
rect applications. 

3. Charts and Tables for esti- 
mating and buying. 


Watch for It APRIL 5 


March 22, 


There are only enough appren- 
tice painters and decorators train- 
ing now to replace 20% of the 
labor losses incurred through 
death, retirement and other causes, 
he said. 

A panel of contractors assailed 
paint manufacturers and organized 
labor for contributing to the “do-it- 
yourself” trend. 

Pinpointing the trouble, Gordon 
McKay, Buffalo, N. Y., asked: 

“How can we get young men to 
spend three years learning to be 
painters when they read on a can 
that they can be experts in five 
minutes ?” 


Armstrong Cork Plans 
Distributor Meeting 


Presentation of a practical pro- 
gram showing how a building ma- 
terials wholesaler can develop a 
sound and profitable credit and 
collection policy will be one of the 
highlights of the Armstrong Cork 
Company’s Building Materials 
Meeting, April 1 and 2 in Lan- 
caster, Pa. 

As part of Armstrong’s seventh 
annual meeting for its building 
materials distributors, presenta- 
tions will also feature practical 
methods on how the wholesaler can 
boost his profits through up-to- 
date office, warehousing and truck- 
ing and delivery operations. Sales 
tactics for 1954, merchandising 
techniques, economic and market- 
ing conditions of the building ma- 
terials industry and other vital 
subiects will be discussed. 

More than 300 wholesale distrib- 
utors, guests and Armstrong field 
men are expected to attend the 
convention. Films in color, sound- 
slides and skits will be used to 
dramatize the presentations and to 
introduce new products. 


Wallpaper Industry 
Begins Sales Drive 


A wide-range program to focus 
attention on wallpaper as a smart 
decorating component has been 
launched nationally by the wallpa- 
per industry through the Wallpa- 
per Council. 

The program is the largest pro- 
motional campaign in the history 
of the industry. It provides for 
advertising in consumer magazines 
as well as publicity and promo- 
ticnal activities and merchandis- 
ing aids to wallpaper retailers. 

The first Wallpaper Council ad- 
vertisements are scheduled to ap- 
pier in Life, House Beautiful, 
House and Garden, and Living for 
Young Homemakers. They will 
feature the theme “Wallpaper is 
Smart” over the endorsement of 
William Pahlman, a noted interior 
designer. 
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-+eThe New Flintkote 


SKYLINE 


Roofing System 


engineered especially for 


Low-Pitched Roofs 





The famous Flintkote laboratories are con- 
tinually at work developing new roofing 
methods and materials—and improving on 
existing techniques and products. 


Now, they announce a new 3-in-1 roofing 
system—SKYLINE—for low sloped roof con- 
struction. In one file, you have the answers to 
most of your modern-day roofing problems. 


SKYLINE consists of three separate specifica- 
tions: Skytab ... Skytex ... and Skykote. 


Wire, phone or write for complete detailed 
information ... and see for yourself. 


THE FLINTKOTE ComMPANY, Building 
Materials Division, 30 Rockefeller Plaza, 
New York 20, N. Y. 
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SKYTAE 


permits use of strip shingles on low sloped 
roofs, with either Standard or Custom ap- 
plication. It is ideal for ranch houses and 
other types of contemporary structures 
where roof slopes are within the range of 
2” to 4”’ per foot. 


+SKYTEX 


is perfectly suited for decorative, low sloped 
built-up roofing . . . either residential or com- 
mercial . . . where incline is from 44’’ to 2” 
per foot. Decorative beauty is accomplished 
by the use of protective Mineral Surfaced 
roofing felt . . . and it can be further enhanced 
with Skykote color. 


SKYKOTE 


is designed to recoat or color existing roofs 
or to decorate built-up roofs. Applied by 
either brush or spray—this beautiful coat- 
ing really dresses up a roof—makes it stand 
out. Comes in white, green, gray, coral 
and buff. 











NEW OFFICERS of the Hardwood Plywood Institute include left to right George 
S. Lester, president, Eggers Plywood and Veneer Co., Two Rivers, Wis. and Don 
E. Nichols, vice president, Valdosta Plywoods, Inc., Valdosta, Ga. 


Stress Better Selling 
at Plywood Convention 


Featured speakers at the Hard- 
wood Plywood Institute’s tenth an- 
nual meeting at Chicago March 1-2, 
struck a common theme in dis- 
cussing the competitive situation 
facing manufacturers in 1954. 
Fred Smith, vice president, Gruen 
Watch Co., Cincinnati, and Edith 
Brazwell Evans, editor-in-chief, 
Living for Young Homemakers 
magazine, stressed the need for 
better salesmanship in industry in 
general. Mrs. Evans said that the 
many uses and natural beauty of 
hardwood plywood offer a perfect 
starting point for aggressive sales 
promotion and merchandising ac- 
tivities. 

Henry Bucklin, Architectural 
Woodwork Institute of America, 
who spoke during the trade promo- 
tion session, said that an AWIA 
survey revealed a great potential 
market during the next five years 
for wood and wood products in 
new schools, hospitals, churches, 
and stores. 

George 8. Lester, president, Eg- 
gers Plywood and Veneer Co., Two 
Rivers, Wis., was elected president 
of the Institute, succeeding Fred 
S. Kuhns, president, Southern Lam- 
inating Co., Memphis. The new 
vice president is Don E. Nichols, 
president, Valdosta Plywoods, Inc., 
Valdosta, Ga. 

Lester serves as chairman of the 
11-man board of directors, and out- 
going president Kuhns automatic- 
ally received a one-year term on 
the board. Other one-year members 
are: Robert Beggs, Roddis Ply- 
wood Corp., Marshfield, Wis.; B. E. 
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Bryan, Calypso Veneer Corp., Inc., 
Calypso, N. C.; C. U. Gramel- 
spacher, Jasper Wood Products 
Co., Jasper, Ind.; R. Venne, 
Northwestern Veneer and Plywood 
Corp., Gladstone, Mich. 

The two-year members of the 
board are: M. C. McIver, Spliced- 
wood Corp., Mellen, Wis.; Law- 
rence Ottinger, U. S&S. ood 
Corp., New York; Charles South- 
gate, International Fiber Board 
and Plywood Sales, Ltd., Gatineau, 
P. Q., Canada; J. J. Stern, South- 
ern Plywoods, Inc., Greenville, 
Fla.; M. H. Speltz, Memphis Ply- 
wood Corp., Memphis. 


New a 


Made From eat 


A light building material made 
of wheat and billed as a way to 
lick the problem of farm surpluses 
was unveiled at Washington, D. C., 
by Reed Research, Inc. 

Stanley F. Reed, 34-year-old 
president of the firm, said uses 
for the material range from wall- 
board for homes to airplane floor- 
ing and include doors and many 
types of furniture. 

Mr. Reed said he sees nothing to 
prevent his as yet unnamed sub- 
stance from being used commer- 
cially, but he admitted it still must 
be fully perfected. 

In turning out the board, whole 
wheat kernels are “puffed” to 20 
times their original size, coated 
with resins and other chemicals to 
make them weather-proof and re- 
sistent to insects and fungi, then 
compressed under heat to varying 
thicknesses. The final board can 
also be coated with a thin layer of 
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metal or veneer. 

Mr. Reed said his invention 
stemmed from a challenge by a 
Congressional farm ecomonist last 
summer to show how modern re- 
search could help lick the farm 
surplus problem by finding new 
uses for basic commodities. 


Air Conditioning 
Test Begins in Texas 


Is air conditioning economically 
practical in a $12,000 home? 

Are colds and allergies more 
common if the home is air condi- 
tioned ? 

Is Junior better behaved? Does 
the housewife feel more like work- 
ing in a mechanically-cooled home? 
home? 

Answers to these and other such 
questions may come from a $370,- 
000 housing project which began 
at Austin, Tex. this month. About 
$75,000 of the cost of the venture 
will be spent for research. 


Outdoor Living Items 
Tops at Philly Show 


Easterners may be taking a cue 
from the outdoor-living tastes of 
the South and West. 


At least, vendors of outdoor- 
angled products turned in some of 
the most enthusiastic reports on 
public reaction to their displays 
at the Philadelphia Home Show, 
ballyhooed as the biggest regional 
housing exposition in the nation. 
An estimated 450,000 persons 
thronged vast Commercial Museum 
and its 500 exhibitions before the 
show, sponsored by the Home 
Builders Association of Philadel- 
phia and Suburbs. 

“T’ve written three or four or- 
ders a day—and that’s very good 
for a show like this,” remarked 
Leo J. Overtoom of Madison, N. J., 
standing amid his displays of pint- 
size garden tractors made by Esh- 
elman Tractor Co., Baltimore. 

And an outdoor fireplace, deliv- 
ered to the backyard at a special 
$89.50 home show price, helped to 
throng the display of General En- 
gines Co., Inc., Gloucester, N. J. 

Ranch-type homes in suburban 
areas help boost the demand for 
Leonard A. Duffy’s wood fences at 
Moorestown, N. J. “We began get- 
ting inquiries about January 15 
this year, a month earlier than 
usual,” said Mr. Duffy. 


ADDITIONAL NEWS 
Washington 
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EASY DOE 


Yes, easy is the word .. . with 
MALT-A-MATIC Wood Window 
Units —easy, quick removal of 
sash for cleaning or painting, 
and better yet, easy finger-tip 
operation —no sticking or bind- 
ing when raising or lowering 
either sash! 





All MALT-A-MATIC Wood Window 
Units are fully weatherstripped and 
feature the “400” line of metal. Modu- 
lar construction enables fitting in any 
type of wall, while by the use of jamb 
liners, they can be quickly installed in 
any thickness of wall. 








Sell the MALT-A-MATIC with com- 
plete confidence—only select, kiln-dried 
woods are used in all MALTA Wood 
Window Units . . . chemically treated 
for a longer-lived, easier to paint sur- 
face. Offer highest quality at down-to- 
eatth prices, a combination demanded 
by modern home builders and buyers. 
Write for name of nearest MALTA 
jobber. 


Supreme Quality Since 1901 Te sering’ Com ~ 


the MALT-A-MATIC oo 


N.W.M.A., 
NAHB. 
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PITTSBURGH 


PAINTS « GLASS « CHEMICALS « BRUSHES 
PreTPTTSoRURGH oe  - w9EeA SS 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


re 


Ul 
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Introduces 
Cencsational Wall Paint 


PBX FLAT! 


Here’s Another Wonderful Product of 
Pittsburgh's Progressive Paint Research 


@ Pittsburgh's remarkable new WALLHIDE PBX Flat Wall Paint 
makes full use of the latest discoveries and developments in 
alkyd-type resins, With this new product of Pittsburgh research 
you have a paint of outstanding characteristics in performance 
and service for interior wall painting. 

@ New alkyd-type WALLHIDE acts as its own primer and covers 
previously painted surfaces thoroughly with one coat. Its re-flow 
characteristics give it excellent uniformity of appearance—with 
no laps or brush marks. It has no objectionable odor and dries 
within a few hours to a beautiful flat sheen that has excellent mar 
resistance. This new WALLHIDE can be washed and scrubbed 
repeatedly without showing shine or streaks. 

@ This new line includes all the popular colors of the famous 
PBX line as well as a series of new pastels so desirable for 
modern home decoration. 


@ The buying public has been exposed to the merits of both latex 
and alkyd formulations. Both are highly popular. Pittsburgh pro- 
vides you with high-quality products of each type. If you are 
interested in handling a line that offers you an unusual oppor- 
tunity to tap both of these markets, send the coupon below. 











@ Available with this new W ALLHIDE 


is a Sh Builder. When 
WALLHIDE PBX Flat SHEEN BUILDER PBX Flat is a Sheen, Builder, tis 


Gives Enamel-Like Coating on Woodwork roduces « semi-lustrous coating that 


ooks and performs like a trim enamel. 














Mail this 
Coup ! 
632 Fort Duquesne Bivd., Pittsburgh 22, Pa. 
-« ‘ lam interested in the possibility of handling your line of new Alkyd-type WALLHIDE PBX Flat 
Wall Paint. Will you please furnish me with additional information and color card 
r 


PLASTICS « FIBER GLASS 
co MPAN.Y 
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Report from 


Washington, March 20 


Tax adjustment is generally re- 
garded here in Washington as the 
right medicine with which to dose 
the national economy; when and 
if it has a sinking spell. 

There isn’t much agreement 
about details; ways of telling how 
bad the attack may be or even who 
ought to take the medicine. But 
congressmen are uneasy about 
those warning potholes of unem- 
ployment; so the Hill has been giv- 
ing thought to tax matters that are 
aimed at shoring up national pro- 
duction and the individual citizen’s 
buying power. 

Several theories; and we need 
only mention them. One is that tax 
reduction should be made in the 
business field; in excises and in 
corporation income tax rates. This, 
its promoters say, would encourage 
business to expand and thus would 
create more employment. The op- 
posite idea is that individual tax 
payments should be reduced; so 
that customers would have more 
money immediately to spend in the 
markets. 

If individual taxes are to be re- 
duced, there is still a difference of 
opinion. Should it be on a flat per- 
centage rate, right across the 
board? Opponents of this one say 
it would help those with high in- 
comes and would do little for those 
with low incomes. So these people 
favor an increase in tax exemp- 
tions; from the present $600 to 
$700 or $800. 


May the Test 


President Eisenhower told a 
news conference a little time ago 
that if employment didn’t rise in 
March he would make use of all 
available devices to strengthen the 
economy; included further reduc- 
tion in individual tax payments. 
Since then, however, Administra- 
tion sources have said that March 
couldn’t be regarded as a real test. 
There’s a late Easter. The March 
dips in motor production are sea- 
sonal. Inventory reduction is near 
its conclusion but will pull the 
March record down. So it’s the 
three-month period, March through 
May, that'll be the real indicator. 

If the Administration waits until 
June to suggest a legislative move 
in regard to tax adjustment, there 
probably would be no emergency 
tax action at all, by this Congress. 
Some officials are opposed to 
further individual tax reductions; 
saying that business probably will 
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be stabilized by late spring, and 
adding that the Treasury needs the 
money. 


Downward Trend 


The staff of the Congressional 
Joint Committee on the Economic 
Report thinks that if nothing is 
done to reverse the trend the pres- 
ent downward drift of business ac- 
tivity will continue until the end 
of June, 1955. In fact the staff 
isn’t trying to look beyond the end 
of the fiscal year that ends on 
June 30th, next year. 

These specialists say there will 
be intermediate rises and dips; but 
they estimate that if nothing is 
done to direct events the national 
production between now and June 
30, 1955, will fall thirteen billion 
dollars short of the sum needed to 
sustain full employment. This esti- 
mate is based upon current custom- 
er spending habits and also upon 
current production-expansion plans. 


George Proposal 


A short time ago this page heard 
Senator Walter F. George, of 
Georgia, a veteran member of the 
Senate Finance Committee, explain 
his pending bill to raise the per- 
sonal exemption of each taxpayer 
and dependent to $800. 

Senator George said he did not 
now think the economy is in a 
“dreadful condition.” But long ex- 
perience in Federal finance has 
proved to him that the government 
must anticipate trends. He has no 
objection to the measures the Ways 
and Means Committee of the House 
has recommended for the benefit 
of business; but these measures if 
enacted now would need a long 
time to make their effects felt in 
the general economy. They can be 
postponed safely. Higher personal 
exemptions would do more, right 
now, to correct unemployment; by 
increasing immediately the con- 
sumer purchasing power. 

The Senator added that it’s not 
just a matter of dollars and cents. 
It’s a matter of the consumer’s 
mental attitude, of his personal re- 
assurance. If his confidence in the 
government’s concern for his wel- 
fare is strengthened, he will be 
ready to spend his earnings and 
accumulations more freely in the 
markets. 

As a member of the Senate Fi- 
nance Committee, Sen. George said, 
he had helped write many hard 

rovisions into the tax laws. He 
ad been troubled by the speed 
with which Congress had reduced 
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these personal exemptions; from 
an earlier $2,000 to a low of $500. 
The figure now stands at $600. Be- 
cause of emergencies, these hard 
provisions seemed necessary; to 
provide revenue for war and sim- 
ilar urgent purposes. But these 
extra taxes came right out of the 
bread and meat of poor people. 


Higher Exemption 


The George proposal is to in- 
crease the exemption this year 
from $600 to $800; next year, to 
$1,000. The Senator favors a bal- 
anced budget. He opposes deficit 
financing as a continuing policy. 
He thinks that Federal spending 
in time, but not immediately, can 
be reduced to $40 billion a year. 

Of course his proposal for higher 
exemptions would mean some lost 
revenue. But suppose nothing is 
done, and as a result of this inac- 
tion unemployment rises to four 
and a half, or to five, or even to 
six millions. There would be a 
tremendous draft on the Treasury 
for unemployment relief. That 
cost would be more than the 
amount of revenue lost; to say 
nothing about the national shock 
of a recession. 


Unspent Savings 


There are opposing arguments, 
of course; part of them centering 
about the belief that putting money 
into the hands of consumers 
wouldn’t mean necessarily that 
they’d spend it. Of late, personal 
savings in this country have been 
large; and much of this accumu- 
lated money is still unspent. 

It isn’t sure that tax cuts 
wouldn’t join these earlier sums in 
savings accounts. These savings of 
course are put to good use; but not 
many are loaned to be spent in 
local retail markets. These local 
markets are going to be important, 
nationally, this year and next. 

Opponents of the George plan 
suggest changes in the Federal tax 
pattern that would offer more 
favorable treatment to investors in 
income-producing property. 

Norman P. Mason, chairman of 
the Committee on Construction and 
Civic Development, Chamber of 
Commerce of the United States, re- 
ports that commercial construction 
during 1954 is expected to be 
“among the brightest spots of a 
generally good construction pic- 
ture.” In fact Mr. Mason thinks 
that commercial building will be 
at least 10% above last year’s 
volume. 
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DON’T SEND YOUR 
PLYWOOD DOLLARS AWAY... 


LET YOUR LOCAL PLYWOOD 
JOBBER INVEST THEM 
FOR YOUR LOCAL PROFIT 





As another “small businessman” your independent 

jobber is more sympathetic to your problems 

than are most national organizations. 

He is local. He is personally interested in 

your business because it is a large 

segment of his business. Your jobber has 

intimate knowledge of local sales conditions. 

He has the benefit of the experience of not one but many 
national suppliers regarding product and sales trends. 

He evaluates sales opportunities in terms of their local benefit 
to you. He makes a sizeable investment in inventory, sales 

time and promotion to introduce such opportunities to you and 
your men. This investment helps you to increase your business and profit. 
Evans Products Company, Plants: 

Coos Bay and Roseburg, Oregon; Vancouver, B. C.; 

Sales offices: Plymouth, Mich., New York, N. Y., Chicago, Ill. 


DOUGLAS FIR PLYWOOD 


> > > > . > . . o >. * > . * . . . > o . . . . > . 


... (A) .. 
PRODUCTS COMPANY AND Woon PRODUCTS A 
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the dealer’s salesman said: 


“TRINITY WHITE 


would look good on 
that job...” 








/ 





TRINITY WHIT 
TRINITY WHITE 


4D +RInNitTY WHITE 


Sh | eo 
’ Y TRINITY WHITE 


s 


* i, 


_ _ 


£ 


Ae TRINITY WHITE 7 


| tee like white ... just for the same 
reason your wife likes white household 
linens ... or you like a white shirt. 
And it’s the same way with Trinity White 
—the whitest white cement. And by far 
the best cement for color jobs. * So put 
in a stock of Trinity White and suggest 
it to householders, builders, contractors 
—it won't stay in stock very long! ¢ 
Trinity White is a true portland 
cement. It meets all Federal and ASTM 
specifications. * Let Trinity White 
build sales and profits for you. Widely 
advertised to architects, contractors 


and the building trades for many years! 


hin White. 


Meets all Federal and 
A.5S.1.M. specifications 


A Product of GENERAL PORTLAND CEMENT CO. ® Chicago © Dallas © Chattanooga © Tampa @® Los Angeles 
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ALUMATIC CORPORATION OF AMERICA 


2081 S. 56TH STREET., MILWAUKEE 14, WIS. T-53A 
I'm interested in handling Alumatic aluminum products! 


Send me more information on your preview showing. 


NAME 
COMPANY 





ALSO MANUFACTURERS OF THE WORLD'S | ADDRESS 
FINEST ALUMINUM COMBINATION WINDOWS city___. ZONE.___ STATE 
Perea 





/ 


. 


so 


~ 
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“ 
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st Died 


For well over 50 vears Northern 


éusau shi 


Iron Mou 


eld 


White Lakes ° a s 


Ocontag 


Neenah » 


Milwaukee 
@ Grand Rapids, 


4: ™, 
> % 
magoWOOD ,; 
FLOORING 


.7 2 
% ret y 


Woods nave peen recognized tor their high quality. The 


Northern Lumber Milis are better eauippea tcacay tnan ever peiore to serve you with well- 


manutacturea, accurateiy-graded Northern 
requirements in Northern Woods 


“Boohm-Madisen Lumber Co. 


Mill: Lake Linden, Mich. Mirs. Hardwoods. 
dried hard 


Milwaukee 3, Wis. 


L.C.L. shi ts kiln 
woods from stock at Thiensville, 


Cadillac-Soo Lumber Co. : Sault Ste. Marie, Mich. 


Northern Hardwoods, Hard Maple a Specialty. Hemlock, White Pine. 
Modern Dry Kilns. Facilities for Surfa ing, Resawing, etc. 


Abbott | Fox Lumber - . . tron Mountain, Mich. 


Cc trators of Hardwoods, Hemlock and White 
Dry Kilns. 





—. Planing Mills. 


*+Connor Lor. & Land Co, «iitis: taona, Wis.) Sales Wausay, Wis, 


K. D. & A. D. Hardwoods, Hemloc hen Posts, 
Poles—Laytite Rock Maple & Birch Fi g fon stock. 





Schneider Bros. Lumber Co. . . . . Marquette, Mich. 
Northern Hardweods and Hemlock, Hardwood Dimensions. Rough 
Hardweod Turnings. a , ~ i size. Planing Mill and 


“Holt Hardwood Co, “oe 


Maple, Birch, Beech, Oak Flooring. 
Herringbone, Parquetiy types; 


Oconto, Wis. 


Strip, Assembled Block, 
all types Heavy Duty Flooring. 


“+d. W. Wells Lumber Co. 


Hard oee and Oak 


Menominee, Mich. 


Flooring. Strip, Herringbone, Block patterns. 
. Upper Cotee Suse Maple and Birch lumber, 
roug! 


Custom 


Edward Hines lumber Co. =. =. 2. 


Mill et Bg nd, Michigan 
Sales Office—77 ashington r ho —Chicago 
Hardwoods, Hemlock and White Pine. Planing Mill and :— Kilns 


Chicago, Ill. 


tMember Maple Fleoring Mfrs. Assn. 


Woe 


as. Consuit the firms on this page for your 


“Michigan Pole &TieCo. . =... 


Northern Hardwood Lumber, 
WHITE PINE, 


Newberry, Mich. 


Old Faithful Hemlock. NORTHERN 
NORWAY PINE and Piling. Excellent Transit Mill- 
working Facilities. 


“Roddis Plyweod Corporation . Marshfield & Park Falls, Wis. 
Roddis Lumber & Veneer ~ of Mich. TIronwood, Mich. 
Roddis Lbr. & Veneer Co., Sault aad —_ Ontario, Can. 
Complete stock N. Hdwds., Homlocie w. Seamie. 
Birch, Fig. Hdwd. Ven’r’d Doors. Plywd. Sedsen Son Dry Kiln Eis font . 


“Ahonen lumber Co. 2. 2 ww; 


Northern Hardwoods, Hemlock, bese .~ 
—Modern Dry Kilns. Sales agents for 


Ironwood, Li 


RRA ” brand saad YMA 
planet 


“Copeland lumber Co. =. 2. . OC; 
Mills — M 

Sales Office — 
Hardweods, 


. Chicago, Il. 


uette and Cusino, Michigan 
HICAGO — 135 S. La ie St. 
White Pine and Hemlock 


*¢. M. Christiansen |e Phelps, Wis. 


in lumber manufacturer — Mesdwesd, White 
Phony Hemlock and Cedar Products 





“Wm. Bonifas Lumber Co. ( ,,,,.Mil's * “nie doles Neenah, Wis. 


Northern Hardwoods, te Pine. 
Modern Dry Kilns. taper | billwerk. 


“Goodman Lumber Company . . Goodman, Wis. 


Northern Hardwoods, Hemlock, White Pine, Basswood. Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 


9599 STITT TALL TTT TIT 
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ACME ENAMEL-KOTE 


Color Harmony and 
Lasting Beauty 


Add a new color note with Acme 
Quality Enamel-Kote, the quality, 
all-alkyd, all-purpose, rapid-dry gloss 
enamel, and get permanent beauty. 
Long-lasting and easy to apply, it 
dries quickly to a smooth, bright 
finish. Perfect for walls, woodwork 
and furniture. For indoor and out- 
door use. New, non-yellowing white 
matches most appliances. In 15 new, 
harmonizing colors. New, high- 
quality, ALK YD formula washes 
easily, resists stains, weather and 


unusual abuse. 
a | 


ACME COLOR CARD 


Shows how you can easily use or 
combine 16 Acme Quality Enamel- 
Kote colors to achieve unusual, har- 
monious and decorative effects on 
walls, woodwork, furniture, etc. 








Self-starting electric clock, illuminated to serve as night light. Two 
40-watt bulbs. Imprinted with your name. Sweep-second hand and 
easy-to-read cutout hour and minute hands, Permanently lubricated. 
Plastic case. Translucent glass dial, 13°; inches in diameter. 


GET THIS BEAUTIFUL CLOCK, 
WITH YOUR NAME IMPRINTED 
WHEN YOU ORDER 


ACME QUALITY 
ENAMEL-KOTE 


Here’s your chance to get a real bargain on a wonderful 
point-of-sale feature. Any dealer can get this beautiful 
electric clock; name imprinted, at less than half its cost, 
when he places an order* for Acme Enamel-Kote. 


Check your shelves now. Place your order, and receive 
this sensational $15.90 value for $7.50—a real saving. 
The profits on Enamel-Kote you pocket yourself! 


*(Clock Deal Orders vary from $126.72 to $131.37, 
dependent upon zone.) 


Ask your Acme Jobber, or write to 
ACME QUALITY PAINTS, INC. 
Detroit 11, Michigan 


Makers of Acme Quality Paints, Fashion-Right, Super Kem-Tone, 
Super Kem-Tone Applikay, Kem-Glo and Insecticides “ 
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Now you'll make much more 


WE LL GIVE 


One Yale 506 Closer 





with every 6 you order 
in this sales making carton 
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money during IRHA week... 


YOU FREE 


One Yale 101! Cateh 


EN) on Oop g 
DR: wee f- 
S ive . 

YALE 51 
HAE Boos > 


om F 


= 


with every {2 you buy 


ACT NOW! Order these Yale" sure sellers today! 


To give you bigger, better profits 
during National Hardware Week, 
Yale makes this unusual offer: one 
Yale 506 Airliner Screen Door 
Closer FREE with every six you 
buy ... and one Yale 1011 Screen 
Door Catch FREE with every 12 
that you buy! That’s the deal and 


it has extra sales written all over it 
for you! Order from your distrib- 
utor, today! This offer is good only 
until April 24th. Stock up today 
for the hot summer ahead and 
make every sale an extra profit sale. 
The Yale & Towne Mfg. Co., Lock 
& Hardware Div., Stamford, Conn. 


Advertised in 1954’s biggest hardware promotion 


The Yale 1011 Catch and 506 Closer are 
part of a big drive to boost hardware 
sales—a drive that’s backed up by spe- 
cial Hardware Week ads in Saturday 
Evening Post. Boost your sales by tying 
in with this great profit powerhouse. 


post 


*Reg. U. S. Pat. Off. YA LE & TOW N 2 
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GRIPS FASTER! 


GRIPS PERMANENTLY! 


->- AND GRIP IS GREEN! 


GRIP is sensational! In- 
troduced two years ago on 
the West Coast, it has com- 
pletely revolutionized the 
plastic laminate industry 
for the production fabrica- 
tor, on-the-job-mechanic 


and the “Sunday Carpenter” 


GRIP is green! In addition 
to its outstanding qualities 
of strength, speed and ease 
of application which all in- 
dependent laboratory tests 
confirm, GRIP is the ORIGI- 
NAL green colored adhesive 
for indicating uniform ap- 


plication 


NO OTHER ADHESIVE WILL DO THE JOB 
AS EASILY AND AS WELL AS GRIP! 


wt ClEUTLOM? wuoresare visteisutoRs 


Franchises are now being awarded from coast to coast to tie 
in with the extensive national advertising campaign of this 
1224 S. SANTA FE AVE., LOS ANGELES 21, CALIFORNIA wonder adhesive. DON’T DELAY —WIRE TODAY! 
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PROJECTED 
WINDOWS 
e Architectural 
« Commercial 
e Industrial 
¢ Security 
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RESIDENTIAL DOORS—SWING AND SLIDE 





ALUMINUM WINDOWS STEEL WINDOWS 
CASEMENT AND AWNING TYPES DOUBLE-HUNG AND CASEMENT 








METAL LATH 
AND 


ACCESSORIES REINFORCING BARS 
AND WELDED WIRE FABRIC 








Truscon helps dealers sell! 


Extensive national advertising stimulates and 
supports your sales of Truscon building 
products. And, Truscon extends its advertis- 
ing support directly to your customers... in 
your community ... with the first dealer co- 
operative advertising plan in the business. 


Every time Truscon ships you windows, doors, 
metal lath and reinforcing products, you earn 
an advertising credit. Truscon builds a fund 
for you, in your name, to be used for pro- 
moting your business, 


TRUSCON® —a name you can build on 


BUILDING PropucTs MERCHANDISER (To obtain 


Truscon also prepares all the materials you - 
need for a complete, consistent, high-powered 
advertising program. Newspaper ad mats, 
Radio announcements. Television commer- 
cials. Direct mail pieces. The works, All 
supplied at no cost to you. 


Get the facts on this Truscon opportunity. 
Truscon dealers enjoy the advantages of full- 
time warehouse support. They sell a com- 
plete line of highest-quality metal building 
products. They get leads on new construc- 
tion. Write Truscon today. 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


1058 ALBERT STREET . YOUNGSTOWN 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 
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hy is Red Brand . 


RED BRAND is Merchandised 
to Push Farm Buying 


Yes! Keystone merchandising helps boost farm in- 
come...and spending...means more sales for you. 

We know. Farmers tell us how the Keystone 
Practical Land Use Plan helps them. 

Take one example: Milford Dowell of Strong- 
hurst, Ill. Four years after starting a Practical Land 
Use Program he was getting 90 bu. of corn where 
he used to get 34. Pasture land tripled its yield. 

How did he use this income? 

“I spent $6,000 remodeling my dairy ...$15,000 
on farm equipment . . . $2,000 for a modern 
kitchen and bath . . . thousands of dollars on feed 
for a dairy herd... and many other miscellaneous 
items,” Mr. Dowell reports. 

That’s what we mean when we say—Red Brand 
merchandising pushes FARM BUYING. And it 
draws the farmer to Red Brand dealers. 

With this long range plan, we’ve built a solid 
foundation for action when action is needed. 


A Keystone representative will 
be glad to explain how simple 
it is to put the P.L.U. Program 
to work in your town. Ask him 
for details. Get started with- 
out delay. 


KEYSTONE STEEL 


RED BRAND FENCE +» NON-CLIMBABLE FENCE + NAILS 
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. the Easiest Fence to Sell? 


Farmers Know How Well 
Red Brand Fence is Made 


For over three generations, farmers have been buy- 
ing Red Brand Fence. Through the years, these 
farmers have learned how Keystone builds longer 
life in its fence. They know Keystone copper bear- 
ing steel wire is Galvannealed to give double pro- 
tection against rusting. They know the diameter of 
wire is maintained with an exceptional degree of 
accuracy. They know the crimp is 
right to get a taut fence when it’s 
stretched. They know the red top 
wire is their assurance of Keystone 
quality in fence. These are facts 
they know and accept... the min- 
ute you say—‘“‘We recommend Red 
Brand.” 


a 


Ree 
N 





TO GIVE YOUR FARM SALES 
A BOOST, ask your Red Brand 
salesman or jobber how you can tie 
in with Keystone’s Practical Land 
Use sales-building plan. 
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ORNAMENTAL FENCE + RED TOP POSTS + GATES * KEYSTONE POULTRY NETTING 
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ALCOA 
MEANS 
BUSINESS! 


Overnight deliveries to practically any 
section of the country are accom- 
plished by Alcoa’s network of distrib- 
utors. This means that, as an Alcoa 
Dealer, you need stock only the fast- 
est moving items. “Backroom stocks” 
never build up—yet, you can offer 
your customers a complete line of 
roofing materials . . . sheet, flashing, 
nails, roll valley, ridge roll—and all 
from one source. 


MAIL THIS COUPON TODAY! 


ALUMINUM COMPANY OF AMERICA 
2117-C Alcoa Building 
Pittsburgh 19, Pa. 


Please send me information on the Alcoa 
line of Farm Roofing and Accessories. 
Name 
Company 


Address 





ALUMINU AA 


ALUMINUM COMPANY OF AMERICA 
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Aicoa Aluminum Roofing 
sets record for quick turnover! 


Dealer finds construction 


Tracey Smith, Farmers Feed and 
Supply Company, Clarendon, N. Y.., 
turned an ill wind into a whirlwind 
of Alcoa® Aluminum Roofing sales 
recently. Ninety to 110-mile-an- 
hour winds really raised the roofs in 
the vicinity of Rochester, New York, 
leaving only aluminum roofed 
buildings unscathed. 

Tracey acted fast, buying out the 
local warehouse stock of Alcoa 
Aluminum Roofing. “I think I had 
all of that roofing sold out before 
I got my truck back to the store,” 
Mr. Smith reports. The heat re- 
flectivity and long life of Alcoa 
Aluminum Roofing are definite 
selling factors in Mr. Smith’s ex- 


ALCOA DEALER AIDS include 
application folders, self-mailers, 
envelope stuffers, point-of-sale dis- 
plays, and yard signs. For informa- 
tion on how you can become the 
Alcoa Dealer in your locality, call 
your local Alcoa sales office. 


March 


savings real sales clincher 


perience, but the real sales clinch- 
ers are its lightness and ease of 
application which greatly reduce 
construction costs. 

Progressive dealers everywhere 
are benefiting from the farmers’ 
demand for a strong, lightweight, 
easy-to-apply roofing. Alcoa 
Aluminum Roofing, now made of 
an improved alloy that greatly in- 
creases its corrosion resistance and 
holding power, is the answer to 
that demand. For full particulars 
on how you can become an Alcoa 
Aluminum Farm Roofing Dealer, 
write: ALUMINUM COMPANY OF 
AMERICA, 2117-C Alcoa Building, 
Pittsburgh 19, Pennsylvania. 


ALCOA NATIONAL ADVERTISING 
presells your customers. Magazines 
include The Saturday Evening Post, 
Country Gentleman, Successful 
Farming, Progressive Farmer, Cap- 
per’s Farmer, Farm Quarterly, and 


the nation’s top poultry magazines. 
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eprroriAL Too Many Retailers-Not Enough Consumer Salesmen! 





> ‘ 
BUILDING 


There is one organized business in our country 
today for every 38 inhabitants. The number of 
businesses has grown 20% faster than the popu- 
lation in the last ten years. More “hole-in-the- 
wall” retailers have started in the building indus- 
try in the last five years than in the previous 15. 


All retailers hold the thought that customers 
will come in to buy from an established and well 
advertised business. Today four out of five lum- 
ber dealers confine their outside salesmen largely 
to contractor and industrial solicitation. 


Competition has grown to the point that to get 
a profitable share of the conswmer’s dollar, dealers 
must have outside consumer salesmen. 


Dealers generally recognize that additional 


solicitation of contractor’s business increases an 
already demoralized competitive price situation. 
The contractor’s primary buying consideration is 
price—the consumer’s, service. 


The fact is that a tremendous volume is being 


lost by the lumber dealer to more aggressive con- 


sumer selling organizations. 


Dealets will think 


twice before adding salesmen to solicit highly 
competitive contractor business. 


On the other hand, at a recent dealer manage- 


ment workshop, the dealers present listed these 
27 reasons why they were planning to add at 
least one outside consumer salesman this year. 
The list is given below: 


27 Reasons for Having Additional Consumer Salesmen 


“To restore business lost to applicators and 
other competitors who have consumer sales- 
men.” 


“Because we need a general service repre- 
sentative in the field.” 


“Opportunity is there to operate at least 
one more salesman profitably.” 


“More consumer contact will give better 
results.” 


“Give better service to our customer that 
can be collected for in the selling price.” 
“To keep pace with the expanding market.” 


“Creative consumer selling requires more 
manpower.” 


“To increase net profit.” 


ret full value from advertising dollars.” 


“To save sales lost because of a lack of at- 
tention.” 


“Cover more of consumer market poten- 
tials.” 


“Multiply my own time.” 


“To protect the lumber dealer as a distribu- 
tion channel.” 


“To get more and better help from our sup- 
pliers.” 


“To give full attention to our various lines.” 


“To sell more jobs for small contractors to 
keep them busy doing what they do best— 
construction. To reverse my trading posi- 
tion with them.” 


“Need more inside salespersons to relieve 
manager for outside saleswork.” 


“Need more sales help to cover our 20 mar- 
kets, 100 packages, and commodity oppor- 
tunities.” 


Reprints available. 
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“Need more manpower to visit properties 
and survey needs that we can supply profit- 
ably.” 

“To make more related and tie in sales.” 


“To get bigger share of do-it-yourself mar- 
ket.” 


“To ultimately reduce cost of doing busi- 
ness,” 


“To develop more non-competitive busi- 
ness.” 


“Because new business will be beyond 
break-even point and more profitable.” 


“To capitalize manufacturers’ leads bet- 
ter.” 


“To make it less easy for newcomers to 
operate successfully.” 


“Someone else will if I don’t.” 


Today’s buying power indicates that a crea- 
tive consumer salesman can be operated profit- 


ably in a buying area of as few as 500 average 


families. 


If we had one outside consumer salesman for 
each 500 families we would need at least 50,000 
additional consumer salesmen in the retail lum- 


ber and building business. 


Thoughtful dealers wil! study the above rea- 


sons for adding one or more salesmen this year 


and take local action before there is a further 


“by-passing” and loss of their share of the ulti- 
mate consumer’s dollars. 





(COVER): PAUL DeVILLE, standing, conducts frequent and lively sales meetings like this one on selling complete house 


packages. His compensation plan for salesmen makes it possible for a man to earn 2% commission if he sells a contract 
and writes up the order 


American Lumberman Names Master Merchant 








Distinguished Career 


In recognition of outstanding 
accomplishments in retailing, the 
editors of the American Lumber- 
man and Building Products Mer- 
chandiser have presented the 
first Master Merchant Award of 
1954 to Paul V. DeVille. The 
Award is made for Mr. DeVille’s 
intelligent management, pro 
gressive merchandising and con- 
scientious service to his consum- 
ers and his community. This 
partial list is indicative of Mr. 
DeVille’s distinguished career: 


@ Director of the Lumber 
Dealers Research Council. 

@ Director of the Lumber 
Dealers Data Book Committee. 

@ Director of the Producers 
Council, Inc., Washington, D.C. 

@ Director of the Ohio Associ- 
ation of Lumber Dealers. 

@ Past-president of the Ohio 
Association of Lumber Dealers. 

@ Past-president of the Stark 
County Lumber Dealers Associa- 
tion. 

@ Life member of the Ohio 
Forestry Association. 

@ President (for the past 12 
years) of the Lake Cable Recre- 
ation. Association, a residential 
community of 250 families near 
Canton, Ohio. 
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Read how Paul DeVille, president, DeVille Lumber 
Co., Canton, Ohio, handles salesmen’s compensation, con- 


struction financing, completion of basement homes and a 
convenience outlet store. 


There are scores of retail lum- 
bermen who can give you a dozen 
reasons why Paul V. DeVille, presi- 
dent of the DeVille Lumber Co., 
Canton, Ohio, is a Master Mer- 
chant. Each year, many of these 
dealers visit Paul’s yards. The De- 
Ville policies that are “most in- 
quired about” include: 

1. The incentive plan for sales- 
men. 
2. Financing plans. 
3. Basement home completion 
plan. 
1. The convenience outlet store. 
Incentives for Salesmen 
“Because of Paul’s compensation 
plan ‘for salesmen,” says Ray C. 
DeVille, treasurer of the organiza- 
tion, “there is never an attempt on 
the part of our salesmen to outwait 
each other to see who must leave a 
MASTER MERCHANT award winner, comfortable chair to wait on a 
Paul V. DeVille, president of the De- customer.” 


Ville Lumber Co., Canton, Ohio. “To begin with,” says Paul, 
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CONVENIENCE OUTLET STORE is compact, uncluttered and attractive to 
women shoppers. Locating the store in a warehouse “on the other side of town” 
solved cross-town delivery problems. Lamp post display sold three dozen of these 


units in three months. 


‘salesmen are on a salary basis 
ranging from $275 to $400 per 
month. In addition, salesmen are 
paid a 1% commission on all con- 
tracts sold. This 1% is figured on 
the basis of the material actually 
delivered—and it is paid in the 
month in which it is delivered.” 

For example, if the original con- 
tract totaled $3,000 and, during the 
course of construction, the mate- 
rials amounted to $5,000, the sales- 
man would receive 1% of $5,000. 
Or, if the final sale should amount 
to only $2,000, he would be paid 
1% of this figure. 

“This system has created an ex- 
cellent incentive for salesmen to 
sell additional material—such as 
hardware, paint, nails, etc.—over 
and above original contracts,” Paul 
explains. 

DeVille salesmen also are paid a 
1% commission on all orders they 
write—including cash sales over 
the counter. Under this set-up, it is 
possible for the salesman to get 
1% for selling the job and then 
another 1% for writing up the 
order. 

“In some cases,” says Paul, “a 
contract job is sold by one sales- 
man and the order for the same 
job is written up by another sales- 
man. But, usually they are on their 
toes and write the order as soon 
as the customer says, ‘Yes.’ 

“This system definitely insures 
that when a customer comes in the 
door there is always someone there 
to greet and take care of them 
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properly,” explains Paul. “Our 
salesmen realize that if they do 
not do a good job of taking care of 
their customers, other salesmen 
may win them over through better 
cooperation. We find that orders 
are always written up in plenty of 
time for customers to receive their 
materials properly. 

“Our compensation plan for 
salesmen has been in operation 
since 1949 and our sales have in- 
creased steadily because of it,” he 
states. “I know of many dealers 
who have inquired about our plan 
and then returned home to put it 
into operation,” he adds, “and I 
don’t know of any who found it 
wouldn’t work.” 


Financing Plans 


John R. Zengler, DeVille’s office 
and credit manager, says, “You 
might say we ‘obligate’ the cus- 
tomer by giving him free pians, 
specifications, decorating ideas and 
building advice. Then we make it 
easy for him to buy by offering any 
of six easy-payment financing 
plans.” 


Here are DeVille’s 

plans: 

1. The open-account plan: pay- 
ment for anything sold is due 
on the 15th of the following 
month. Customers who pay by 
the 10th of the month receive 
a 2% discount. 

2. A customer may pay half of a 


Continued on next page 


financing 





WE HAVE AVAILABLE 
FOR LOANS..... 


250,000 

















Meke your arrangements now for building that new 
home while financing is available. 


MONTHLY PAYMENTS AS LOW AS RENT 


We will help you arrange F.H.A., G.1, or conventional 
Bank Financing at ne cost te you. 


Take Advantage of Ger Free 
Plans ond Consultation Services New 











EMPHASIS ON FINANCING is fea- 
tured in all DeVille Lumber Co, 
newspaper ads. Offering free financ- 
ing arrangements and plans, this ad 
brought a flurry of solid inquiries. 
Low monthly payments are featured 
prominently in all ads. 


RACK FOR OPEN-AN-ACCOUNT- 
BLANKS advises customer to “be 
thrifty and save time.” The idea 
hag furnished hundreds of long-time 
credit customers for the firm. 
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INCOMPLETE BASEMENT HOME looks like this. With 
such “foundation-homes” dotting the rural landscape, the 
DeVille Lumber Co. does a nice volume in arranging financ- 
ing and supplying materials to finish these homes. 


bill in 30 days and the balance 
in 60 days. 

3. Installment note basis: on 
larger bills, a customer has 90 
days to complete his payments. 
He pays one-third of the bill 
every 30 days. A 6% simple 
interest is charged on the 90- 
day note, but there is no ad- 
ditional service or carrying 
charge. 


. On any bill ranging from $150 

to $2,500, the firm will arrange 
an FHA Title I loan with 
monthly payments ranging 
from six months to three 
years. Nu down payment is 
required, 


5. If a customer should want a 
construction loan and not be 
eligible for an FHA Title I 
loan (such as a garage on a 
vacant lot, etc.), the firm will 
handle the financing through 
a lending institution. These 
loans may go up to $2,500 with 
an 8% interest rate amortized 
over the payment period which 
ranges from six months to 
three years. No down payment 
is required. 


3. For loans exceeding $2,500, 
the firm will arrange a regular 
FHA, VA or bank mortgage 
loan. Of course, these loans 
(which are mostly for con- 
struction of new homes) re- 
quire a down payment. 


Making it extremely easy for a 
customer to open an account, De- 
Ville has an “Open-an-Account” 
placard near the billing counter. 
The placard supports a box for 4 
x 7 mimeographed forms which a 
customer may fill in and hand to a 
salesman or drop in the mail (see 
cut). The firm easily checks the 
customers credit rating by phone 
and then advises the customer as 
soon as his credit account: is 
opened. 
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“All of our newspaper ads em- 
phasize that we charge nothing for 
credit reports and we make nothing 
on financing,” Paul adds. “We 
don’t push it, but we get down 
payments whenever possible. Cus- 
tomers often are willing to make 
= to keep their monthly payments 
ow.” 


Completing Basement Homes 

During and since the war, thou- 
sands of basement-only dwellings 
have sprung up on the outskirts of 
cities and in rural areas. DeVille 
Lumber Co. has promoted the com- 
pletion of many of these base- 
ment homes offering no down pay- 
ment and small monthly payments. 

The complete step-by-step plan 
telling how the firm handles this 
unusual and profitable plan was 
published in the American Lum- 
berman, September 7, 1958, page 
88. 


Convenience Outlet Store 

Opening of a branch “conven- 
ience outlet store” recently by De- 
Ville was successful in solving 
some knotty cross-town delivery 
and distribution problems. The 
new store also increased the firm’s 
overall profits. A report on this 





What's the Score 


On HARDWOOD 
PLYWOOD? 


You'll find the latest information 
in our 19/4 Dealer Products File 
ready April 5. The new grading 
system, types of plywood, recom- 
mended uses—it’s all there. 

Covering everything from lumber 
to air conditioning this special is- 
sue is a “must” for every retailer 
interested in product information, 
solid merchandising ideas. 


Watch for your copy APRIL 5 


BASEMENT HOME CONVERTED to a normal home looks 
like this. A three-point financing plan completed this home 
for people who were happy to leave their “cave.” The firm 
has spotted scores of such prospects. 


new outlet appeared in the Ameri- 
can Lumberman, October 5, 1953, 
page 104. 





YOU CAN BE WISE AND SAVE TIME AND 
MONEY BY OPENING A THRIFT 
ACCOUNT WITH US BECAUS! 

YOU CAN Take 2% Discount If You Pay By 
The 10th Of the Month Following 
Delivery. 

YOU CAN Pay For It Next Month By Check 
Or Cash 

YOU CAN Pay in Small Instaliments If You 
Wish, 

YOU CAN Have It Delivered If You Aren't 


Home, 
ALL AS SIMPLE AS THIS: Fill In Spaces 
Below and Hand to A Salesman Or Drop 


In Mail, 


NAME 





ADDRESS 





WIFE'S NAME 
DO YOU OWN OR RENT YOUR HOME 
PLACE OF EMPLOYMENT a 





OTHER STORE REFERENCES (Paid or Open) 


1. 








; 





SIGNATURE 





We will Advise You When Your Account is Opened, 


DIAL, 686291, Cleve Ave, SW Office. 


DIAL. 63411, Gross Ave, NE Office 


CANTONS DOWNTOWN LUMBER TARDS 


Pormerty The Bartlet) Lumber 
NOW 2 LOCATIONS TO SERVE YOU 
900 Cleveland Ave, SW. 1226 Gress Ave. HE, 
ot 120m St. 


at Oth St. 
Phone 6-628/ Phone 6-411 











OPEN-AN-ACCOUNT BLANKS, such 
as the one reproduced here, are 
located conveniently near the cash 
register. Customers fill out the 
blanks and hand them to salesmen 
who call them when the account has 
been opened. 
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WESTERN LOCK MFG. C0 
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YOUR AD OF THE WEEK 





No. 6 of a Series 


MAKE YOUR ADS 
WORK "OVERTIME" 


There are many ways of making your printed ad- 
vertising do “double duty.” For example, your news- 
paper ads can also work for you in the following 
ways: 


(1) Handbills: Have your newspaper or printer 
run off ad reprints on brightly colored paper. Em- 
ploy schoolboys, or girls, to drop them in parked cars 
in main shopping sections, or distribute door-to-door 
in assigned neighborhoods. Public auctions, school 
events, and other gatherings provide opportunity for 
parked-car circulation of handbills. 


(2) Store and window display: Always mount 
proofs or reprints of your ads and post throughout 
the store. They work as suggestion lists for passers- 
by and customers, and also serve the important pur- 
pose of keeping your salespeople informed. Few 
things are more annoying to customers than to in- 
quire about an advertised item and find that the clerk 
doesn’t even know his firm ran the ad. 


(8) Direct mail: Reprints of your ads make ex- 
cellent folders for enclosing with statements. Or you 
can reprint them as circulars for box-holder mailings. 
A small ad can be printed on a “jumbo” card for 
third-class mail. 

Plan, write, and illustrate every ad to make it the 
best possible “salesman in print.” Then use every 
means of circulating that message to the greatest 
possible number of prospects. 


SEND NOW FOR 
YOUR FREE COPY OF 
THIS HELPFUL AD BOOK 


Shows complete series of AD- 
service mats for year ‘round 
campaign ... plus layouts, copy 
suggestions and constructive 
ideas. Send coupon below today! 


(please print or type) 


| AMERICAN LUMBERMAN 
| 139 No. Clark St., 
| Chicago 2, Illinois 


i Rush my free copy of the 48-page ADservice book. 


COMPANY 
ADDRESS .........-: 


Suggested 3-col. ad using a few of the 254 mats 
offered in the ADservice book. (See coupon) 


YOUR NAME OR SIGNATURE CUT HERE 


Enjoy Glorious Outdoor Living! 


COME IN AND SEE OUR COMPLETE SELECTION 
OF YARD AND GARDEN MERCHANDISE 
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A SUREFIRE MERCHANDISING FEATURE IS COLOR in selling 

today’s home — and BIRD roofing has it! Today’s low roofline has rapidly 

built up a tremendous homeowner interest in the color of the roof. 

BIRD Master-Bilt shingles are available in an unequalled array of Rainbou 
Colors .. . from strong striking hues to delicate pastels, 

To help builders sell their houses, BIRD Master-Bilt shingles offer highly 

merchandisable colors in a first quality product of thick-butt construction 

with two deeply embedded layers of granules. 
Ask your distributor for further information or write 
BIRD & SON, inc., Dept. AL-3, East Walpole, Massachusetts. 


QUALITY PRODUCTS SINCE 1795 P>) EAST WALPOLE, MASS., NEW YORK, N. Y., CHICAGO, ILL., SHREVEPORT, LA. 





_— |" THE WIZARDS WITH Woon 


, Are wondrous wise 
They know it Pays to Advertise 
so scads of Ads electrify 

| Your customers who eye—and BUY 
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\ Big demand for natural wood finishes, sells 


SATINLAC 


The big modern style 
trend is for light 
natural wood fin- 
ishes — on furniture, 
wood panelling and 
woodwork. When 
customers ask for 
what to use, you'll 
make friends ad re- 
ee ; " 

commending SATINLAC. ms — 
out and preserves the na : lh: yo 
and color-beauty of any Pp —* 
solid wood. Water-clesr ge 
avoids that “built-up = oe - 
brush or spray; dries dust- ayy 
20 minutes, ready for next co 

or 4 hours. 
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And here’s how YOU profit DIRECTLY 

from our ads in Saturday Evening 

Post and 29 other magazines: we 

refer ALL inquiries to our registered 

dealers, give them literature and store 

signs besides. If YOU stock Weldwood 

Glue, Firzite and Satinlac, write us today 

and we'll refer nearby inquiries direct to you. 

A 

UNITED STATES PLYWOOD CORPORATION, New York 36, N. Y. 

and U.S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 
Branches in Principal Cities ~ Distributing Units in C 


hief Trading Areas 
(To obtain more data on advertised products see page 106) 
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Increased Sales... Measured in Square Feet 


Every square foot of your floor space can help increase sales 


with the installation of effective display material. 


The Gate City display unit is one of the most popular of all sales aides 

t your disposal. Customers can easily visualize the window as it will appear 
n their home...even operate the vents just as in a permanent fixture. 
Every one of the many advantages of Gate City Wood Awning Windows 

can be dramatically demonstrated right on the spot... 

yet the entire, compact unit will only occupy 5 square feet 


of your valuable floor area. 
¢ National advertising is making Gate City Wood Awning Windows a “household” word. 


e Factory assembled as complete units, they save storage space...are simple to install. 


e Available in 75 stock sizes. ie, —_—_—_— 


GATE CITY SASH & DOOR CO., Dept. AL-1 
P.O. Box 901, Fort Lauderdale, Fla. 
AWNING WINDOWS rn 





Gentlemen: Please send complete information on Gate 
City Wood Awning Windows 





Name 








| 
| Address 


“Window Craftsmen for over 40 years” City 





} 


| 
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OUR LEGS 


\ © QUALITY 

SS © CONSTRUCTION 
© PRICE 
@ DELIVERY 


BELSON GENUINE 
WROUGHT IRON LEGS 


NO VISIBLE 4 SCREWS PER LEG 
WELDING 

Ya" x 1" 

CORNER PLATE 
ALL SURFACES 
SHOT BLASTED 
FREE OF SCALE, 
FLUX, RUST, ETC. 


Ay" DIAMETER 


15° SLANT 
i 


PERFECT RADIUS SMOOTH, MATTE 


(a —— 


PRICES PER SET OF 4 


Including all necessary screws 


Bureaus, Coffee Cocktail TV, Lamp Dining 
Chests Tables Tables Tables Tables 


SIZE 6" 12" 16" 22" 28"" 


STYLE 
Hairpin 


USES 








4.95 
3.95 


$5.95 
4.75 


$6.75 
5.75 


$7.95 $11.95 





Diagonal 





Prices are suggested retail, 


subject to 40% 
dealer discount 


CONTROLLED BY GOVERNORS, repairs on this fleet of 10 trucks owned by the 
Geo. H. Worch Lumber Co., Inc., Versailles, Ohio are kept at a minimum. Insert: 
the firm’s group of drivers, often complimented by townspeople on safe operating 
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ROOM DIVIDERS 
Height 


Depth Suggested Retail 





60" 12" $18.95 Pr 


4.% ea. 





33" 12" 
27" 12" 
60" 12" 
BOOKCASES 
BC 27 27" 10" 





450 ea 





7.9% ea 








9.95 pr. 





Bc 38 38" 10" 12.95 Pr. 





Prices subject to 40% dealer discount 





a: 


BC 27 
Bc 38 








Send for complete catalog. 


» BELSON «' < 


NORTH AURORA 4, ILLINOIS 
38 
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Truck Governors 


Save $3,000 Annually 


Ohio dealer tells how this device pays off in lower 
maintenance costs and safety. 


Installing governors to limit the 
speed of his firm’s trucks has cut 
the operating expenses of his ve- 
hicles by approximately $3,000, 
estimates Homer F. Prakel of the 
Geo. H. Worch Lumber Co., Inc., 
Versailles, Ohio. 

The idea for governors came to 
Mr. Prakel quite forcefully some 
years ago when, unknown to the 
driver, he saw one of his trucks 
tear down the highway at an ex- 
cessive speed. It was not only bad 
for the truck, but bad for public 
relations, Mr. Prakel decided. 

Consequently, governors were 
installed on each of the firm’s fleet 
of 10 trucks: three 2-ton; six 114- 
ton and one pickup. 


“We were spending between 
$5,000-$6,000 on truck repairs and 
maintenance,” explains Mr. Pra- 
kel, the retiring president of the 
Ohio Retail Lumbermen’s Associ- 
ation. “We are now down to about 
$3,000. We have never installed 
new motors since we put on gover- 
nors. These limit the heavy trucks 
to 35 miles an hour and the pickup 
to a top speed of 50. 

“We find it doesn’t slow down 
our deliveries at all. Our equip- 
ment lasts longer, our operating 
expenses are cut down and we get 
a better trade-in on our vehicles. 
In addition, we’ve had a number 
of compliments from people about 
the safe-driving habits of our 
men.” 





Dealer Pointer 





March 


BLACKBOARD ADVERTISING is used 
to call customer’s attention to specialty 
items at the Economy Lumber & Hard- 
ware Co., Denver. For example, during 

4 January the board featured tongue-and 
groove pine paneling, priced. Salesman 
Robert Condor does the blackboard 
illustrations. President L. A. Stookes- 
Le-ry credits the blackboard sign for 
registering the store’s biggest volume 
in pine paneling in December and 
January. 


Business Walks Out 
“I believe we have more busi- 
ness walk out our doors because 
of neglect than we actually sell.’’ 
—Elias W. Nuttle, Nuttie Lumber 
& Coal Co., Denton, Md. 
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New INTERNATIONAL R-195 ROADLINER® 
with famous Super Red Diamond engine. Gaso- 
line, LPG, or diesel power. GCW rating, 48,000 
ibs. Wheelbases 133, 142 and 157 inches 


FIRST IN HEAVY-DUTY SALES 22ND STRAIGHT YEAR 


For the 22nd straight year, men who know 
hauling costs have bought more heavy-duty 
INTERNATIONAL Trucks than any other make. INTERNATIONAL BUILDS 


AMERICA’S 


The reason is INTERNATIONAL quality. And MOST COMPLETE TRUCK LINE 


cost records prove it. Operators’ records show 


é 170 basic models from '%-ton pickups to 90,000 
that INTERNATIONALS stay on the job longer 


lbs. GVW off-highway models . . . including six- 
deliver more tons of payload for each wheel, four-wheel drive, cab-forward and multi- 


iollar 3 ated stop delivery types ... 29 engines from 100 to 
Ggollar invested. 356 hp., with widest choice of gasoline, LPG, or 


| ill : to see ¥ - Invern diesel power . . . wheelbases, transmissions and 
t wi pay you to see you! NTERNATIONAL axle ratios for any need . .. thousands of varia- 
Dealer or Branch. Let him show you how these tions for exact job specialization. 
built-for-the-job trucks can do a cost-lowering 

job for you. Time payments arranged. 


INTERNATIONAL HARVESTER COMPANY * CHICAGO 


Before you pa buy vembe! Cost-conscious Truck Operators Prefer INTERNATIONALS! 


international Harvester Builds McCORMICK® Farm Equipment and FARMALL © Tractors Motor Trucks Industrial Power Refrigerators and Freezers 


Ka INTERNATIONAL TRUCKS 


Standard of the Highway 
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Booming Business In Storage Buildings 


Phoenix dealer hits the jackpot by providing building for odds-and-ends 


When a survey of rapidly-expand- 
ing suburban residential districts 
around Phoenix, Ariz. revealed that 
90% of the new homes were short 
on storage space, James Fikes of 
Eastside Lumber Company saw an 
ideal market and has been capitaliz- 
ing upon it ever since with the 
10x10 foot tool shed. 

“Almost every homeowner we in- 
terviewed was complaining of the 
lack of storage space,” Fikes pointed 
out. “There are no basements, no 
garages and very little space avail- 
able in the typical brick-and-cement 
block housing in the Phoenix area. 
Without facilities for storage, peo- 
ple were stacking their tools out in 
the yard.” 

Four Title I applications have 
been filed in a single day since the 
storage building went on exhibit 
last December. These sales have 
led to even better jobs: for example, 
one order led to orders for several 
exterior garages, almost unknown EASY-PAYMENT PLAN helped promote the sale of these storage buildings. 
in this area; another order was for Traffic on heavily-traveled street also aided. 
larger storage sheds for larger 
homes. 





plywood door, the specification list and asphalt shingle roof. 
Selling at $300, the tool shed is includes 2x3-inch studs; 2x3-inch The storage building can be fin- 
delivered precut in a single package plates; 2x3-inch rafters; 2x6-inch ished inside and makes an excellent 
and will be erected for an additional floor joists; 1x4-inch Douglas fir playhouse for children, even sleep- 
$100. With two windows, and a flooring; kiln-dried exterior siding ing quarters if necessary. 


« 


Taleb’) 


the most lockset in America 


oe 


Arrow offers all 7 of these important features: 


. Solid brass exterior coated with durable weather- 
resistant lacquer 
Internal working parts are sturdy, heavy gauge metal 
New rose attachment holds rose firmly, needs no rose 
SCT gWS.. f / 
Arrow’ 5-pin tumbler construction gives users maxi- 
mum security 
The “universal” lock can be instantly adjusted to fit 
the door that hinges right or left — opens in or out 
Three distinctive locking operations — push. button 
turn. button, & universal button 


The most distinctive, modern styling of any lock in 
America 
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Have you compared costs 
of weed control lately ? 


It’s economical 
because it’s simple 
and long-lasting 


when you use 


Du Pont ‘‘Telvar’’ W 


Weed Killer 


One spraying of as little as 40 to 60 pounds of Du Pont 
“Telvar” W per acre can get rid of vegetation for a 
growing season or longer! This powerful weed killer 
kills through the roots . . . remains in the ground to 
prevent new growth. Its lasting chemical action is 
just what’s needed around lumberyards, sawmills, 
storage sheds, drying yards, fencerows, etc. 


Savings for You 


With ““Telvar’’ W on the job, you’ll save labor and 
maintenance costs. A single spraying takes the place 
of laborious cutting and mowing . . . expensive mul- 
tiple spraying. You eliminate the problem of storing 
and handling bulky weed killers, too. It all adds up 
to new efficiency in weed control—new economy in 
keeping key areas neat and trim. 


Easy and Safe to Use 


“Telvar’”’ W is a wettable powder that mixes readily 
with water and is low in toxicity to humans and ani- 
mals. Non-volatile, non-flammable and non-corro- 
sive, it can easily be applied by standard spraying 
equipment. 


@UPIND TELVAR W 


TRADE-MARK 


Weed Killer 


£6. u. 5. pat orf 


BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTRY 


BUILDING PropucTs MERCHANDISER 


“Telvar” W is the easy, low-cost way to kill unwanted vegetation and prevent 


regrowth. Area next to the piles shows thorough job “Telvar” W does. 


Your Custom Sprayer Can Help 


Specify “‘Telvar’’ W for this year’s weed-control 
program. If you don’t have spraying equipment, get 
in touch with a reliable custom sprayer to do your 
weed killing on an annual basis. 


We can help you contact the custom sprayer in 
your area and give you more information on Du Pont 
“Telvar’” W Weed Killer. 


Mail This Coupon 
for Free Booklet 


E. I. du Pont de Nemours & Co. (Inc.) 
Grasselli Chemicals Department, Rm. D-4026 
Wilmington 98, Delaware 


| Please serd me your booklet describing positive weed con 
trol with ‘““Telvar”’ W. Send me the name of my nearest 
supplier. _| Also send name of a nearby custom applicator. 


Name Position___ 





Firm 





Address 








ee 


On all chemicals always follow directions for application. Where warning or 
caution statements on use of the product are given, read them carefully. 
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Guaranteed ! 


Easy to } Install! 


MARKET-TESTED! 


Do-it-yourself kit makes it easy for 
anyone to replace worn or broken 
sash cords in minutes. You don’t 
have to remove the window. Noth- 
ing to do but take out the old 
pulley and replace it with Lifetime 
Balance. Householders, landlords, 
handyman-carpenters buying by 
hundreds in test stores. Display 
unit sells for you. Your jobber has 
it, or for full details, write: 


SUMAN 


MANUFACTURING CORPORATION 
‘ STREET 


aa: 1 NEW YORK 


HOLLENBECK 
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Foolproof! 





ON-THE-JOB ADVICE is one of the services offered do-it-yourself customers by 
Findorff’s in Madison, Wis. (See “They Go After Do-It-Yourself Customers,” Sept. 
7, 1953 issue for details of this firm’s operation). 


Your Contractor and Your 
Do-It-Yourself Customer 


Here’s two ideas that successful dealers are using to 


keep their contractors happy. 


A good many dealers began to 
worry about their contractor cus- 
tomers when the do-it-yourself 
trend started. Would the contrac- 
tor object? Would he take his busi- 
ness elsewhere? 

Most dealers have discovered no 
basis for this worry. Both the con- 
tractor and dealer profit from this 
new source of business. The con- 
tractor finds that he is getting new 
business from do-it-yourself cus- 
tomers, who started |p ogr which 
they can’t finish and the dealer is 
getting added business from peo- 
ple who are doing work themselves 
which they wouldn’t have done 
otherwise. 

Some dealers who go after both 
markets use a bold-face line in 
their ads, which states something 
like this: 

“We will furnish the materials 
and advice so you can build it your- 
self or we will supply a list of 
recommended contractors who will 
build it for you.” 

When Sawyer’s, “Worcester’s 
Home Center,” decided to go after 
the do-it-yourself market in earn- 
est, J. Harris Lamson, the mer- 
chandising manager of this Massa- 
chusetts firm, sent out a letter to 
contractors which read as follows: 

“This is just a word to all our 
contractor customers about the 
nation-wide do-it-yourself market 
and how it affects you and us. 

“In the past several months 
much has been published about the 
do-it-yourself market and, in the 
months ahead, you will probably 


March 22, 


read a lot more. Much is said about 
‘painting your own rooms, fixing 
up your own attic, even building 
your own home.’ 

“We are quite naturally inter- 
ested in selling these people if this 
is the established trend it appears 
to be, and consequently will do 
some promotion to attract them to 
us. Both we and you know, how- 
ever, that for every one person who 
is capable of doing his own work, 
there are five who cannot. And, we 
are going to continue to send these 
five to you. 

“Any country-wide promotion 
(and this one has reached these 
proportions) that furthers people’s 
interest in their homes, our mutual 
industry, is good—good for us, 
good for you.” 

With this letter Sawyer’s an- 
nounced to contractors their intent 
of going after this market seri- 
ously. It showed the contractor 
how he could benefit, too. And it 
indicated to the contractor that the 
dealer was doing nothing but what 
would benefit his best customer— 
the contractor! 

“It is our honest belief,” said 
Mr. Lamson afterward, “that the 
promotion of the how-to-do-it mar- 
ket will work out to the advantage 
of both the lumber merchants and 
the contractor and the more lum- 
ber companies do to promote this 
market the better off both will be. 
We are sure that all- broad-minded, 
progressive contractors feel the 
same way.” 
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Vow got ol your andwers dutomoticolly | 


WITH THE NEW, FULLY AUTOMATIC, REMINGTON RAND PRINTING CALCULATOR 


This new, performance-packed printing calculator mul- 
tiplies, divides, adds and subtracts amounts up to ten 
trillion. It prints and proves every calculation on the 
tape. It is the first fully automatic printing calculator 
with all these features: 

Simpla-tape ... printed proof in black and red with all 
the essential elements, no superfluous figures. 
Automatic multiplication... fully automatic short-cut 
multiplication with push-button ease. 

Automatic division ...one key to all your answers. 


Automatic credit balances... minus totals distinctively 
signalled as credit balances. 

10-key touch addition and subtraction ... effortless 
speed through simplified touch operation. 


Constant key... Remington Rand’s exclusive multipli- 
cation “memory” feature. 


Automatic total control...for individual or accumu- 
lative totals, automatically. 


Two-color ribbon... totals, subtotals and credit bal- 
ances printed in standout red. 


FREE! Ask your Remington Rand Repre- 
sentative for an eye-opening demonstra- 
tion, or send for your copy of this “show 
how” folder. Write Remington Rand, 
Room 1888 today. Ask for C669. 


- 
Remington. Ftarud PROFIT-BUILDING IDEAS FOR BUSINESS * 315 FOURTH AVENUE, NEW YORK 10, N. Y. 
ome 
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This is the beginning 

This colorful full-page ad is the first of 
a series Celotex is running nationally for 
1954. In each is featured a lovely, mod- 
erate-cost home out of the new 1954 
Celotex “Book of Homes’! And every 
single ad tells prospects you are the one 
te go to for information, guidance, and 
materials! 


Wes 


Se 








a 
a 


acca 


Listen to these highly successful Celotex Dealers who tied in . . . and cashed in! 


South Bend, Indiana . $76,000 in sales 
resulting from this program leads came 
from Celotex national a.lvertising and oar 
local tie-in advertising and distribution of 
Celotex Book of Homes. . . 
James H. Labey, Vice-Pres. 
Eckler Lumber Company 


Toledo, Ohio recognizing leadership 
of the Celotex advertising program, we have 
joined with this campaign on a local basis 
have enjoyed thousands of dollars in in- 
creased sales... 
O. B. Brookbart, Manager 
Mayfair Lumber & Supply Company 
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Hampshire, tlinois “. . _ we are a small 
yard in a little community, yet in the past 18 
months have built 5 homes from Celotex 
plans, also several others as a direct result 
of Celotex national advertising and our local 
tie-in efforts..." Milton Stading 

J. H. Patterson Company 


Dallas, Texas”. . . have developed a num- 
ber of definite house sales through use of 
Celotex Book of Homes . . . also sold 15 jobs 
to do-it-yourself leads very happy with 
complete Celotex merchandising program...” 
Roy G. Pender, Sales Manager 
Weiner Lumber Company 
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BUILDING 


YOU ALL 4 FOR 54! 


and remodeling business! 


CELOTEX 
NATIONAL ADVERTISING 


Terrific full-page ads . . . four-color ads . . . aimed at 
the new home and remodeling markets .. . in mag- 
azines like THE SATURDAY EVENING POST, BETTER 
HOMES & GARDENS, AMERICAN HOME, SUCCESSFUL 
FARMING, PROGRESSIVE FARMER . . . hard-hitting 
ads to builder-contractors in PRACTICAL BUILDER, 
AMERICAN BUILDER . . . impressive ads in ARCHI- 
TECTURAL RECORD, PROGRESSIVE ARCHITECTURE, 
ARCHITECTURAL FORUM! 


CELOTEX 
POINT-OF-SALE AIDS 


Everything required to identify your establishment 
as “Celotex Headquarters” in your locality! Attrac- 
tive, attention-getting full-color posters . . . interest- 
ing folders... the great new 1954 Celotex “Book of 
Homes”. . . a new 32-page remodeling book, “97 
Ideas for Improving Your Home!” 


CELOTEX 
LOCAL TIE-IN AIDS 


Sure-fire ad mats, publicity releases and mats . . . to 
run in your local newspapers for added impact! These 
augment the powerful national advertising campaign 
working all year through for you! Here is all the pro- 
motional material you need to tie in and wrap up 
sales . . . to get your local customers to come to you 
first with their construction and renovation prob- 
lems, to use you as the source of all their building 
and remodeling information and supplies! 


GENUINE 
CELOTEX PRODUCTS 


No other manufacturer can offer you the superior 
products trade-marked “CELOTEX”. . . tested, proved, 
and endorsed by architects, builders, and contractors 
everywhere . . . backed up by 33 years of national 
advertising that says “See Your Celotex Dealer... 
for Genuine Celotex Building Materials!” 


But remember this fact: The only positive way to make this smash Celotex 


national advertising activity count, to use it to increase your building and remodel- 


ing business... is: TIEIN... 


now ! Feature, display, and promote the complete, 


fast-selling genuine Celotex line. Make it known that you are the place to come to 


for the finest building products anywhere. And make full use of all the tie-in and 


selling aids Celotex provides. That’s the way to make your business score in '54! 


Sales come easier... when you feature genuine 


CELOT EX 


REG. U. S$. PAT. OFF, 


BUILDING PRODUCTS 


THE CELOTEX CORPORATION, 120 S. LA SALLE ST., CHICAGO 3, ILLINOIS 


Propucts MERCHANDISER 
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Sign Points Way 


Temporary sign, brilliantly illumin 
ated, points way to new store. This 
sign is visible for almost 500 yards 
in either direction from the main 
highway that goes past store. This 
sign will be replaced shortly with a 
neon one that will “show the way” 
much more emphatically 


Front Entrance 


Front entrance of the new Hech- 
inger Co. branch operation in Alex- 
andria, Va. Vertical redwood siding 
contrasting against white pillars 
gives colorful front to new store. 
Dramatic contrast is again noted in 
black lettered slogan, “The World's 


Most Unusual Lumber Yards,” set 
against white background. Store sits 
on top of small hill about 15 feet 
above the street level and about 50 
feet back from street. Ample park- 
ing space is found to the rear of the 
building. 


Department-Store Displays Keynote New Showroom 


The newest branch of the Hechinger Co., with head- 


quarters in Washington, D. C., is pulling customers to its 
Alexandria, Va., location. Spacious store arrangement and 
complete lines of neatly arranged building materials are help- 
ing build a steadily increasing consumer traffic. 


Chain Saw Display 


Chain saw display makes the most of a local necessity. 
Here, an actual log has been placed on a horse with a 
slot cut through it into which the chain saws are in- 


serted. Displayed are both gasoline and electric driven 
power saws. 
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Power Tools 


Power tools occupy prominent space in Hechinger’s 
new branch showroom. This picture is a closeup of the 


big line of nationaliy-advertised power tools displayed in 
the store. 
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Builders’ Hardware Section 


Builder hardware display can hold 
up to 100 saws and 100 hammers at 
one time in addition to planes, braces 
and other related hardware items. 
Directly beneath bins and displayed 
in glass cases is smaller hardware 
merchandise such as screw drivers 


and pliers. 


Unfinished Furniture 


Unfinished furniture is alloted sub- 
stantial display space in one section 
of store. Furniture is compact and 
neatly arranged and always kept 
dusted so customer can view its un- 
finished quality in its true light. Far 
wall to the left is devoted to paint 
display—the plus profit to unfinished 
furniture sales. Note how island dis- 
play holding this line is raised from 
aisles. 
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Interior View 


Interior scene of new, modern 
Hechinger store shows long aisles 
fringed with displays that invite cus- 
tomers to browse at leisure. Entire 
store is brilliantly lighted encourag- 
ing customer traffic to all points of 
the store. 


von 









Rail Push-Car Speeds 
Materials Handling 


This handy rail push-car speeds 
materials handling in the yard of 
the Savannah (Ga.) Planing Mill. 
Manager ©. A. Williams says, “the 
car runs along the network of sid- 
ings in the yard and allows storage 
of lumber and materials in areas 
that trucks cannot reach efficiently.” 
Two men can push the car easily, 


even when it is fully loaded. The 


push-car is similar to the units 
used by railroad section gangs. 
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Medicine Cabinets Turn Dead 
Wall Into Selling Space 

What was formerly a blank wall 
near the billing counter of the Ed- 
wards Sash, Door and Lumber Co., 
Tampa, Fla., is now being used for 
an attractive display of bathroom 
medicine cabinets. Light fixtures 
are wired so customers can see how 
they will look when installed. Each 
unit is priced. 






GET YOUR SHARE OF THE GROWING 


“DO-IT-YOURSELF” MARKET WITH 











NEVAMAR 


THE PRE-FINISHED SURFACING MATERIAL 


Tool Bar Catches Attention 


Customers can’t miss the display 
of hand tools at the Foley Lumber 
Co., Jacksonville, Fla. The island is 
strategically located just inside the 
front entrance midway between the 
water fountain and the telephone- 
switchboard information desk. 

H. H. Grant, executive vice-presi- 
dent, says the tool display accounts 
for a high percentage of impulse 
sales. Storage space is provided 
behind sliding cabinet doors along 
the front of the rack. 








New Pressure-Sensitive Adhesive Makes It Easy To Use 


York 











» designed for long lite 
and lasting deasty 
> wil not craze, crack or peel 
> withstands boiling water 
> resistant to cigarette burns 
» not atlected by grease, 
alcohol, trait acids, 
D\, ammonia, bleach, inh, 
1 sumilar substances 
» Lasy to clean! 
Se 


iii 


City. 








NEVAMAR conforms to fl EMA} 
NEMA specifications Ke > 











v 


See NEVAMAR dis- 
played at the New 
"Do-it-Your- 
self’’ Show, March 
20-27, Space J-2, 
71st Regiment Ar- 
mory, Park Ave. & 
34th St., New York 
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o damp cloth. 


NEVAMAR sells faster than ever before because of these newly 
developed adhesives. With them, any handyman can do a top- 
notch job on new or old work. No special tools are necessary... 
complete instructions are available. 

NEVAMAR has hundreds of uses in the home. It's perfect for sink 
tops, counters, tables, desks, bars, wall panels. It never needs 
painting oy refinishing, resists scars and denis, cleans easily with 


Show your customers how easily it is to use NEVAMAR and watch 


this source of extra business grow. 
DISTRIBUTOR: THE NEVAMAR COMPANY, BALTIMORE-30, MARYLAND 


Wi NATIONAL ese Zac Corgan 


Manutacturers of Nevamar High-Pressure Laminates * SARAN FILAMENTS © Wynene Molded Products 
ODENTON, MARYLAND + NEW YORK: EMPIRE STATE BUILDING * LOS ANGELES: 5025 HAMPTON STREET 





in Canada: Richmond Plastics, Limited + Richmond, P. Q. 
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this door 


PROTECTS 


your profits 





After completion, every new building or. remodeling 
job has a “honeymoon” period—when everything is fresh 
and new. But for how long? With Curtis New Londoner 
Hollow Core Flush Doors, the answer is easy! These 
doors keep their shape—no warping, no sagging, no 
“come-backs.” 

Inside every Curtis New Londoner Door is patented, 
all-wood locked-in core. This core is made with such 
precision that permitted tolerances are only+3,of aninch! 

New Londoner Doors, too, are very beautiful because 
of their selected matched-grain panels—a feature seldom 
found in ordinary flush doors. Curtis New Londoner 
Doors are actually ‘“‘pictures in wood.” 

Protect your products and your reputation with doors 
that give lasting satisfaction—Curtis New Londoner. 
Made in both hollow core and solid core construction. 






CuRii 


NEW [! HOLLOW-CORE A Department of Curtis Companies Incorporated 
FLUSH DOORS Cinecn, Note. + Topuhe, Ron's Minnsepetey Mina. » ew Lendss, Wis 
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SON DONER curtis COMPANIES SERVICE BUREAU 




























SEE HOW RUSCO WINDOWS 
THE EXTRA SELLING FEATURES 


Conventional windows leave the new home buyer with 
a half-finished job. WITH RUSCO YOU GIVE 









HIM COMPLETE PROTECTION AGAINST THE ELEMENTS! 

































































| RUSCO “FULVUE” 
| VERTICAL SLIDE 
PRIME WINDOW 


































































Sliding glass panels in Rusco 

Windows are removable from 

inside for safety and ease of 

cleaning. A very popular feature 
with users. 










































VERTICAL SLIDE 
PRIME WINDOW 
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¢ Magicpanel® Fingertip Ventila- 
tien Control gives year ’round 
rainproof, draft-free, filtered-screen 
ventilation. 


¢ Rusco’s Fiberglas screen will not 
rust, rot, corrode or stain — never 
needs painting. 


¢ Built-in waterproofed felt weather- 
stripping. 


RUSCO HORIZONTAL SLIDE PRIME WINDOW 


March 


The plain fact is that the home built with 
conventional windows and doors is not a 
finished job. It is not a livable home until 
windows and doors are protected with 
screens and insulating sash. Old-fashioned 
screening and storm sash only aggravates 
the situation further by being an eyesore 
and a constant seasonal-change nuisance. 


For new construction, Rusco hot-dipped 
galvanized steel Prime Winpows are the 
ideal answer. Rated the world’s finest 
windows by many builders and architects, 
Rusco Prime Windows are completely- 
assembled, ready-to-install units — glazed, 
finished-painted, with screen, insulating 
sash and built-in weatherstripping in one 
integral unit! And savings in field labor are 
so great that they are cost-competitive with 
the cheapest windows on the market on an 
installed cost basis! 


For existing structures and where conven- 
tional windows are used, Rusco ALL-METAL, 
Secr-STorinc SCREEN AND Storm SasH, 
which is permanently installed without 
alteration to existing windows, is the answer. 
Rusco Combination Screen and Storm Sash 
is available in several models and price 
ranges to meet every situation. More than 
10,000,000 installations tell you that people 
prefer Rusco by far! 


ONLY RUSCO WINDOWS CFFER THESE 
IMPORTANT FEATURES: 


* Positive, automatic, springbolt- 
action locking in closed and all 
ventilation positions. 


¢ Hot-dipped galvanized steel, bond- 
erized and finished with baked-on 
Satin Silvertone enamel. 


¢ Smooth, easy operation in felt-lined 
slides. No troublesome sash cords, 
weights or balances. 
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AND DOORS CAN GIVE YOU 
YOU'LL NEED IN ‘54! 





As building becomes more competitive, the success and profit in this direction because of their many unique, advanced 
| margin of your business will depend increasingly upon sound, and exclusive features. What's more, the advantages Rusco 
| merchandisable plus-value features. This is true of new con- offers represent basic structural improvements that greatly 
| struction and of remodeling and modernization work alike. increase comfort and convenience — advantages that every 
) Rusco windows and doors offer you tremendous opportunities ec r wants and will immediately appreciate. 








RUSCO DOORS ARE YEARS AHEAD=MAKE OTHERS OBSOLETE! 


Operate Just Like a Window — Give Fingertip Ventilation Control — Nothing to Change, Nothing to Store 








RUSCO Hot-Dipped Galvanized Steel | The Sensational New RUSCO 3-in-1 Windo-Door 
PICTURE-WINDO COMBINATION prime door...screen door... ventilating picture-window 


SCREEN and STORM DOOR it! 
seat al in one 
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MAGICPANEL® FINGERTIP 
VENTILATION CONTROL 



















NEVER-IN THE 
way. 
VENTILATION OBTAINED 
with WINDO.DOOR 
CLOSED 






















FIBERGLAS SCREEN 
WILL NOT RUST, 

ROT, CORRODE— 

NEVER NEEDS PAINTING 


BRINGS WELCOME LIGHT 
AND VENTILATION 
INTO THE HOME 















ALL THE ADVANTAGES OF 3 DOORS AT THE COST OF 1 DOOR! 


Unlike conventional doors that cut off light and ventilation, the Rusco 
Windo-Door makes a huge window area of the doorway and provides controlled 
Magicpanel® ventilation from the top, bottom or both. A special adaptation 
of the famous Rusco vertical-slide window, the Windo-Door unit comprises 
glass and Fiberglas screen panels mounted in rattle-free, felt-lined metal 
slides (hot-dipped galvanized steel, finished with baked on enamel, or alumi- 
num, as preferred). This unit can be easily installed in any standard wood 
door of 1%" or 1%” thickness. 










Without question the greatest combination door 
value ever offered. Lower glass panel raises to 
ventilate, lowers to insulate! Nothing to change 
or store—gives all-year screen door and storm 
door protection. Beautifully finished with baked. 
on Satin Silvertone enamel. Also available in 
other colors at slight extra cost. 
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r SEND FOR FULL INFORMATION AND SPECIFICATIONS 
| The F. C. Russell Company, Cleveland 1, Ohio, Dept. 7AL34 
| Gentlemen: 
‘ | Please send me full details on your: (check below) 
World OTE in | Rusco Prime Windows CO) Rusco Combination Screen and Storm Sash 
| Rusco Combination Screen and Storm Door 1 Rusco Primary Windo-Door 0 
WINDOW and DOOR Hie , icine 
| Company iniainteiad 
CONDITIONING [iia = 
| City Zone State 
{ Type of Business 
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REPORT 


PROGRESS 





No. 3 











IN ONLY 


DAYS... 





WORKING 








- the house shown here was 
erected on the bare Foundation 
you saw in our ad LAST 
SATURDAY!!! 


Here's What Was Accomplished: 


@Woalle erected 

Walls insuleted 

@tntirve sidewalls and roof sheathed with %” 
plywood 


@Metal gutters and saphait roof shingles applied 
@Window trames set in place 
©35% of exterior siding applied 


THIS IS NOT 
A PRE-FAB 


No, sirt Do not let the speed with which this home was 
erected you' This is NOT a pre-fab structure. bot a 
conventionally-built house erected by skilled workmen osing 
the latest construction techniques such as Teco roof trusses 
Kinsul pre-installed insulation and plywood sheathing! 


Youw’re Invited! 


Stop by and see our Demonstration H 
Fa! No. i. iin dried Douglas 43 

the trusses, the insulation and the |i 
techniques displayed in this 


Our salesmen will be on hand both Sunday ars and af- 


ternoon to explain these quality products 
methods to you. 





ON THE 
JOB, 


ACAIN, 









EBENREITER 


LUMBER COMPANY 


1221 Erie Ave. 


to See 
paneer the ah 
it const ructi 


Dial 3657 








FREQUENT PROGRESS REPORTS kept the public interested once the house was started. 
tion with quality materials drew crowds of people, even after dark. 


Home Idea Contest 
Draws 486 Entries 


Designed for better living, Wisconsin dealer’s demon- 


stration house attracts attention even before the foundation 


is laid. 





Bob Ebenreiter, Ebenreiter Lum- 


ber Co., Sheboygan, Wis., is a man 
of ideas. He plans to build a dem- 
onstration home every year, sell it 
and build another, incorporate all 
the latest construction ideas and 
materials in each one. 

To arouse customer interest, Bob 
started a contest this last winter 
to get new ideas for his demonstra- 
tion house. Anyone way, eligible. 
And anyone could submit as many 
ideas, clippings, sketches and sug- 
gestions as he wanted to. 

Cash prizes were offered the win- 
ners for ideas actually incorpo- 
rated into the new demonstration 
home. These prizes were paid on 
the basis of $5 for each idea used, 
provided it was brought to the 
Ebenreiter headquarters in per- 
son; if it was mailed in, the prize 
was $2.50. 
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About 85% of the ideas received, 
according to Bob, were those com- 
monly advertised. However, about 
15% of the ideas were outstanding 
and will be incorporated in the new 
home. A total of 486 ideas were re- 
ceived, about 60% of which were 
brought to the yard in person. 
Radio as well as newspaper adver- 
tising was used to push the contest 
the first and last weeks. 


“Progress reports” on the dem- 
onstration home, illustrated by 
pictures, were made at frequent 
intervals in the newspapers. These 
progress reports excited so much 
interest that people came with 
flashlights to study construction 
details and requested permanent 
lighting arrangements so they 


could check progress. The demon- 
stration house is scheduled to open 
May 1. 


March 


Speedy erec- 








THI 
IS 
IT! 









This is The 
Last Week 
of our 


54 
Demonstration 


Idea 
Contest 


You have until Saturday 
noon of this week to sub 
mit your ideas. 



















REMEMBER! 


You can WIN as 
much as 


S50 


because EACH IDEA 
brought to our office 
pays 500 and EACH 
IDEA mailed in pays 
$2.50 if accepted for use 
in our demonstration 
home 


Act Now! 


There is no limit to the 
number of ideas you may 
submit 


CONTEST RULES: 
1. Anyone mey tubmit any num 

ber of ideas, clippings, 
thetches ete 


3. Mark your idess “tit — 





3. Cash prives as stated shove 


‘4 Contoet Aged he Fob. 6 
1964 Entries will 
be dete a time stamped o 
besis in overt of pe oo herd 


For Further Details, 


Dial 3657 





EBENREITER 
LUMBER 
C0. 














FULL-COLUMN ADS like this drew 
Ebenreiter contest. 
Radio spots were also used the first 


attention to the 


and last weeks of 


22, 1954, 


AMERICA 


the contest. 
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.}-more than ever before 


Seek ae 


TT PAYS TO STOCK 
THE LOWER GRADES 
OF WEST COAST LUMBER 


In these competitive times any savings you can pass along to your 


customers will bring you extra sales and customer satisfaction. 





By selling the right grade for the right use... by selling the lower 
grades of lumber when they will meet the job requirements, you can 
save your customers up to 25%. And as you point out the savings, 
remind your customers that FHA span tables list the appropriate use 
for No. 2 and No. 3 grades of West Coast lumber—as well as for 
No. 1 and Select Structural. 





Complete your stock of lumber now! Carry all grades of West Coast 
lumber ... Douglas Fir, West Coast Hemlock, Western Red Cedar, 
and Sitka Spruce. 





D Fie 


West Coat HemPocle. WEST COAST LUMBER 
Weaactenn Feed Cedar For facts on West Coast Lumber grades and uses, and information 


on free promotion material, write West Coast Lumbermen's Associa- 


suk = 2 tion, Room 540, 1410 S. W. Morrison Street, Portiond 5, Oregon. 
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New welded double insulating glass now 
available in Andersen Casements and Flexivents 


Newest development in double insulating glass is now 
available exclusively in Andersen Casement and Flexivent 
Wood Window Units. 

The two panes of glass are hermetically sealed with the 
edges electrically welded or fused by a recently perfected 
process that requires no metal or other bonding material. 

Welded Insulating Glass is optional in all the one-light 
Andersen Casement sash, and in all Flexivent Unit sash. 

For more information see your WINDOWALLS distributor 
or write Andersen Corporation. WINDOWALLS now available 
from distributors throughout the United States including 
the West Coast. 


Andersen Corporation 


BAYPORT, MINNESOTA 




















SAA 


ANDERSEN WELDED INSULATING 
G.iass—Fused edges give her- 
metic seal. Made from quality 
window glass. 
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Welded glass cuts cleaning in half; ends 
handling and storage of storm sash 


Andersen Welded Insulating Glass offers two big advantages to 
homeowners. Most important is elimination of handling and 
S washing of removable storm panel or sash. In addition, home- 





owners enjoy insulation of double glazing the year around. 


IMPROVED GROOVE GLAZING Two panes of quality window glass are fused together at the 
A new system—groove glazing—is used edges to make-a perfect all-glass seal with no metal or other bond- 
with Andersen Welded Glass, It eliminates ing material. Air between panes is removed and replaced with 
face putty and glazing stops, gives a : : ee Soh ate - . im ¢ 
stranger, abiien, bother toiliian 16h dried air pressurized to withstand atmospheric pressure in all 


Elastic glazing material is laid in the parts of the country except areas of over 3000 feet altitude. 
grooves. Sash members are then assembled The coefficient of heat transmission for Andersen Welded Insu- 
and clamped around the Welded Glass. 


lating Glass is .675 BTU under standard conditions as compared 
to 1.13 BTU for single glass. *TRADEMARK OF ANDERSEN CORPORATION 


Andersen 
Windowalls: 


COMPLETE WOOD WINDOW UNITS 




















What Is The Lumber Dealer’s Research Council? 


A group of dealers interested in lowering home 
costs are actually doing something about it. Here’s what 


they’ve done, what they plan and how you can help. 


Today in the United States there 
are 275 or so lumber dealers who 
belong to a unique trade organiza- 
tion—the Lumber Dealers Re- 
search Council. The Council has no 
headquarters office, no paid execu- 
tive, no stenographic staff, no slate 
of officers, yet in five years it has 
gained national recognition for its 
contributions to the retail lumber 
industry. 

Its latest is the Lu-Re-Co wall- 
panel system which has been de- 
veloped on the basis of research 
findings made available by the Uni- 
versity of Illinois Small Homes 
Council. The grant under which 
the research was conducted was 
given the University by the Lum- 
ber Dealers Research Council. 
(See American Lumberman, Feb- 
ruary 8, 1954). 

LDRC was organized in 1948 to 
help lumber dealers and their cus- 
tomers by contributing to the prog- 
ress of the home-building industry 
with an eye to reducing costs. The 
founders, a group of retail dealers, 
were tired of just talking about 
the high costs of building and de- 
cided to see what they could do 
about lowering them. Their ap- 
proach to the problem has been 
through research. 

Leadership in the Council jis 
vested in an executive committee 
composed of 14 men representing 
various areas of the country. These 
men have contributed their time 
and energy and, in many cases, the 
services of their stenographic 
staffs without reimbursement to 
themselves. Up until last year, they 
even paid their own expenses to 
the Council’s meetings. The com- 
mittee has a chairman—Clarence 
A. Thompson, president of the 
Thompson Lumber Company, 
Champaign, Ill.—and a trustee— 
Norman P. Mason, William P. Proc- 
tor Company in North Chelmsford, 
Mass. 

The Council is strictly a dealers’ 
organization an organization 
originated, financed, controlled and 
administered by dealers . them- 
selves. Although it is associated 
with the National Retail Lumber 
Dealers Association, money for re- 
search is raised and administered 
solely by the LDRC members. 

Most of the Council's total ex- 
penditures ($69,920 to date) has 
gone directly for research or for 
membership in research institutes. 

In its research program, empha- 
sis has been on intensive study of 
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the cost of the conventional type 
house in an effort to uncover new 
methods to improve and simplify 
construction. 

The LDRC’s record of research 
achievement is impressive despite 
the fact that it is a relatively young 
organization. In addition to the 
wall-pane] system, it kas been re- 
sponsible for the following re- 
search projects: 


@ Development by the Small 
Homes Council of storage par- 
titions made from thin-wall 
studless panels (%.” gypsum 
board and %” hardboard}. 
These partitions were devel- 
oped as another means to fully 
utilize savings which are pos- 
sible by the use of roof trusses. 
(Since with trusses, the weight 
of the roof is carried by the 
exterior walls, interior parti- 
tions do not have to be con- 
structed so they are load-bear- 
ing). 


@ A system of designing houses 
by the use of room-units 
(blocks of rooms designed for 
livability which can be grouped 
together in a number of ways 
to form a variety of house 
plans). To illustrate the use 
of these room-units, which 
were developed by the Small 
Homes Council, 28 house plans 
were designed. 


® Publication of a distribution 
study made for the Northeast- 
ern Lumber Dealers by War- 
ren Hayes, a graduate student 





at the Harvard School of Busi- 
ness. 


@ A time-cost study which com- 
pared construction of exterior 
frame walls with walls made 
of a concrete panel. 


@A marketing study which is 
being conducted by Carroll 
Belknap & Associates of 
Greenwich, Conn., a manage- 
ment research firm. The study 
seeks to uncover the basic re- 
lationship between the way a 
dealer operates his business 
and the varying conditions he 
faces in the building cycle. 


Research projects now underway 
include an analysis of the design 
and construction of windows. This 
is being made by the Small Homes 
Council. 


LDRC has also voted funds for 
the study of mechanical handling 
of materials in lumber yards; also 
lumber yard and office layout. As 
the first step, a round-table discus- 
sion will be conducted with the co- 
operation of the University of IIl- 
inois Business Management Serv- 
ice. Representatives of equipment 
and building material manufac- 
turers, lumber producers, lumber 
associations, trade publications, 
railroads and trucking firms will 
be invited to attend. 


Membership subscriptions are 
the Council’s principal source of 
revenue for its program. The sus- 
taining membership for a firm hav- 
ing one to 50 employes is $100 a 
year; that for firms with 50 em- 
ployes or more, $300. A regular 
membership is $50. Any retail lum- 
ber firm is qualified for member- 
ship. 


In explaining the Council’s pro- 





STORAGE WALL PROJECT is one of several practical research programs spon- 
sored by the Council. Clarence A. Thompson, council chairman, left, and James C. 
O'Malley, member of the executive committee, hold a drawer from the storage 
partition while other council members look on. 


March 
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gram, Clarence Thompson puts it 
this way: 

“The Council has proceeded on 
the premise that lumber dealers 
themselves have responsibilities, 
including financial, for developing 
research that will benefit the gen- 
eral public and their own group. 

“The responsibility for finding 
ways to lower home-building costs 
has fallen on the retail dealer be- 
cause no one else in the lumber 
industry has accepted it, and also 
because the dealer is selling the 
industry’s end-product, namely— 
SHELTER in the form of homes, 
either new or remodeled. Dealers, 
furthermore, are probably the only 
group in the lumber industry who 
can finance research from an un- 
biased point of view since they sell 
all types of building products and 
do not have the proprietary inter- 
ests that a manufacturer has. 

“The dealers who support the 
Lumber Dealers Research Council 
represent relatively small organi- 
zations, none of which can do much 
about research individually. By 
pooling their resources, however, 
they find that they can accomplish 
a program of planned and contin- 
uous research on a scale which ap- 
proaches that of large corporations 
and organizations. It is through 
their financial contributions that 
LDRC is able to obtain research 
facilities, experience and knowl- 
edge to carry out a research pro- 
gram which benefits the retail lum- 
ber industry. 


“Membership funds are used for 
the single purpose of seeking ways 
to reduce the cost of homes through 
new construction methods and 
better dealer management.” 

Other members of the Council's 

executive committee, besides 
Messrs. Thompson and Mason, are: 
Paul Cadwallader, Woolsey and 
Cadwallader. Pennington,N.J.,Paul 
DeVille, DeVille Lumber Com- 
pany, Canton, Ohio; Russell Now- 
els, Nowels Lumber and Coal 
Company, Rochester, Mich.; Craige 
Ruffin, Ruffin and Payne, Inc., 
Richmond, Va.; Joseph Copeland, 
J. W. Copeland Yards, Portland, 
Oreg.; William P. Harley, J. C. 
saldridge Lumber Company, Al- 
buquerque, N. M.; James C. O’Mal- 
ley, O’Malley Lumber Company, 
Phoenix, Ariz.; R. A. Schaub, 
Northern Indiana Lumber & Coal 
Company, Whiting, Ind.; William 
K. Barr, W. B. Barr Lumber Com- 
pany, Denver, Colo.; Phil Creden, 
Edward Hines Lumber Company, 
Chicago, lll.; Arthur O. Lampland, 
Lampland Lumber Company, St. 
Paul, Minn.; and Lisle Peters, 
Louisiana Western Lumber Com- 
pany, Lake Charles, La. 

An attractively-illustrated 16-page 
booklet entitled, “Let’s Build a Wood 
Fence,” is available for consumer dis- 
tribution. 
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“SELLING LIKE HOT CAKES” 


TE Fe, 


ORANGEBURG 


ROOT-PROOF PIPE 


* Advertised to your customers... 
and known to them by brand 
name. Stock it — sell it — profit by 
letting people know you carry 
Orangeburg. 


A market survey of your field has 
found that your sales break down 
approximately as follows: 


25% are to home owners. They 
all know and want Orangeburg .. . 
the modern pipe. 


40% are to contractors and 
builders. They know that Orange- 


» 


burg’s light weight, 8-foot lengths 
are a natural for sure profits. 


25% are to farmers. Orange- 
burg is duck soup for them . . . easy 
to install — saves time, trouble and 
money, too. 


Orangeburg Is The Pioneer and 
Leader, It is the original high qual- 
ity bituminous pipe. it is the stand- 
ard brand that people want. Nail the 
substitute racket. Stock and sell 
genuine Orangeburg — It pays to 
“back the winner”. 


my Easy, quick-installing 8-Foot Lengths saves money. 


The long-term dependable service saves trouble. 


ar? THE MANY USES. Orangeburg Root- 


sat 
“a0 


Proof Pipe is for sewer lines from house 
to street main or septic tank; for con- 


ductor lines from down spouts; storm 


drains; all non-pressure outside uses. 


UNDERGROUND 
41 YEARS 


ORANGEBURG PERFORATED PIPE is for septic tank disposal fields; foundation 
footing drains; draining wet spots in lawns and fields—parking lots, 


drive-in theaters, athletic fields. 


Use Orangeburg Fittings with Orangeburg 
Pipe. They simplify installations and cut costs. 





Order from Va BEND 
your wholesaler. 
Send to 
Dept. AL34 


for more facts. 





WYE Ye BEN 














ORANGEBURG MANUFACTURING CO., INC. e 


Orangeburg, New York 


West Coast Plant: Newark, Calif. 


(To obtain more data on advertised products see page 106) 








ACOUSTILITE 60 and $8§*—Popular perforated 
acoustical tileboards. Now with white, flame-resistant 
finish and painted bevels. In 4” and 34” thickness, 
12 x 12-inch squares. Beveled butt edges. Easy to 
apply with adhesive or nails. 


ACOUSTILITE 60 and 6$* — New random pattern 
perforated acoustical tileboards. White, flame-re- 
sistant finish and painted bevels. In 14” and 34” 
thickness, 12 x 12-inch squares. Beveled butt edges. 
Easy to apply with adhesive or nails. 


Insulite qammounces ow 


1h\CQ\4%Y sales opportunities for you with ) 4\Q\%Y products, 


1010) 8} 8 (07.08 
TILEBOARDS 


ACOUSTILITE T&G—Low-cost, easy-to-apply 
perforated acoustical tileboard with flanged tongue 
and groove joint. 4” thick, 12 x 12-inch squares. 
Easy to apply with staples or nails. New white, flame- 
resistant finish. 


FIBERLITE—Rich travertine texture, beveled butt 
edges with kerf. 4” and 34” thickness. 12” x 12’, 
12” x 24”, 16” x 16” and 16” x 32” units. New white, 
flame-resistant finish can be repainted if desired. 
Painted bevels. 


*Also available with heavy-duty flame-resistant finish for commercial and institutional application. 














° © = « = 
imterior fimish line? 
1UMAaAV™VY_¥ designs, UY colors, ) i \Q\4Y flame-resistant finish! 























PLANK AND 
INTERIOR BOARDS 





DECORATIVE | 
TILEBOARDS 


DUROLITE PLANK—New design, new colors. 
Flanged tongue and groove joints, no beading. In 
sparkling ivory, light and dark woodtones, pale green 
and new pearl grey. 4” thickness in 8’, 12” and 16” 
wiciths; 8’ and 12’ lengths. 34” thickness in 16” widths, 
8" lengths. Has new flame-resistant finish. 


Ye" DUROLITE INTERIOR BOARD — In ivory, light 


LUSTERLITE—Smooth new flame-resistant and dark woodtones, pale green and.new pearl grey. 
surface. Has flanged tongue and groove joint New flame-resistant finish. 4’ widths, 6’, 7’, 8, 9’, 
for easy fastening with nails or staples. Now 10’ and 12’ lengths. 
available in white, ivory and new mist green __ Yr’ INTERIOR BOARD— Economical 
for greater appeal. One-half inch thick in interior finish with attractive woven texture, white, 

Dom Bg Barne.o go age je a A flame-resistant finish. 4’ widths, 6’ to 12’ lengths. 
; ie $2", x 24". 
sizes are available either plain or center- Ys" SMOOTHLITE INTERIOR BOARD AND %’ 
scored. All have new flame-resistant finish. WALLBOARD — Semi-glossy board, natural light 
j Can be easily repainted if desired. cream finish. Easy to paint. 4’ wide, 6’—12’ long. 


It will pay you to sell 


Write today for new Dealer Kit! See for yourself how 
new designs, new colors, new products and new flame-resist- 
ant finish combine to give you a sparkling new interior finish 
line with expanded sales opportunities. Write Insulite, Min- 
neapolis 2, Minnesota. 


MADE OF HARDY NORTHERN WOOD g= 


7 %, 
A 
, BMOOTHLITE, WEVELIT STILITE ARE REGISTERED TRADE Manns 
INSULITE DIVISION, Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota o 
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could be retained. 


(This is the concluding article in 
a four-part series which began in 
the February 8 issue of American 
Lumberman on the latest develop- 
ments in selling materials and im- 
provements to the farm customer, 
The material is from the Farm 
Structures Short Course recently 
presented to dealers at the Univer- 
sity of Illinois, Urbana.) 


For every farmhouse that is 
built today, we can expect nine 
farm families to. remodel their 
present homes. This was the key- 
note of a report to lumber dealers 
on the farm market sales potential 
by members of the department of 
agricultural engineering, Univer- 
sity of Illinois, at the recent Farm 
Structures Short Course. 

The most desired farmhouse im- 
provements are a modern kitchen 
and bathroom, After this comes 
central heat, more storage space, 
a workroom and a better appear- 
ance. Before any remodeling is un- 
deriaken, dealers can serve their 
farm customers best by considering 
the whole house plan rather than 
concentrating on a single part. Re- 
modeling often involves removing 
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USING INSULATING BOARD to insulate the upper part of a barn can be handled 
by installing a ceiling or lining the rafters with the board. The latter procedure 
was chosen for this hog house so that the advantage of the existing skylight 






Farm Remodeling Offers Big Materials Market 





HERE’S “PROOF” SOUTH PARK 


OFFERS BETTER “FARM IMPROVEMENT: BUYS” 





PRESSURE CREOSOTED 
FENCE 
POSTS 
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XMAS SPECIAL 
on 
OAK 80-Rod $4910 ia 
FLOORING Rolls Belt Sogn ee Beetete 
re iomen 97.79 FLINTKOTE 
Asbestos—Cement 





“IT'S GONNA GET COLD” “SPECTAL SALE” 


STORM SASH Conse Ore 1st "Die 


SOUTH PARK LUMBER CO. 


OF. 208071 s BU TLDING HE ADQT ARTER® — 6 BLOCKS EAST OF Qt AKER OATS CO 





Don't Be Misied ... When Vou Buy Fumbrr Kay South Park's High Quality Luaner— 
At Re Higher (ont Tho Urdinnry Eenuher 


OT ad ' 
17th and Commercial Phone 4-2788 














ATTRACTIVE ADS will help you make 
sales to the farm customers. Note the 
major items are both illustrated and 
priced in this ad run by a St. Joseph, 
Mo. dealer. 


This article tells you how to examine a farm for build- 


a wall to change room proportions. 
These points were recommended 
for dealers to keep in mind when 
counseling the farmer: 


1. Arrange for a view of the 
driveway and service building 
area from the kitchen. 

2. If possible, provide un- 
broken counter and equipment 
space in the kitchen. 

8. Make the bathroom con- 
venient to bedrooms; locate it 
on the main floor if there are 
one or raore bedrooms on this 
floor. 

4. Provide separate wash-up 
space for the men in either the 
workroom or basement. 

5. Locate the front entrance 
near the driveway or on the 
driveway side of the house, 
and more accessible than the 
back door to parking area. 

6. Preferably, arrange for a 
workroom on the main floor; it 


ing improvements; how to prove to the farmer what these 
improvements can do for him; where to get farm plans. 


often serves as entry from the 
back door to the kitchen. Even 
if there is a rear hall, the 
workroom should be easily ac- 
cessible to the back door. 

7. A garage opening on the 
driveway and connected with 
the house by a porch or 
breezeway is a feature that is 
growing in farm acceptance. 
Remodeling a farmhouse usually 

involves planning not only space 
but time. Improvements are com- 
monly made in easy stages. Dealers 
should plan overall remodeling in 
such a way that one improvement 
will not interfere with the next. 
This is especially desirable when 
plumbing is involved because, once 
the plumbing is in place, it is sel- 
dom moved. 


How to Sell the Farmer 


Farm barns, cribs and houses 
average about 35 years in age; this 


(continued on page 62) 
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THIS MODERN NATIONAL REGISTER provides faster 
service and better control for the Best Company. 


BEST’S TAKES PRIDE in using only the most modern business 


techniques——-feels that its National System more than meets 


these specifications. 


“Our @alional System 


Saves us *2,400 a year... 
pays for itself every 11 months!” 


**About 60% of our volume is charge 
business,”’ writes Mr. W. G. Best, Jr. 
**Before we installed our modern Na- 
tional System, we did not have up-to- 
the-minute control data and lacked the 
sales information that means realiy 
efficient operation. 

**Now we have excellent control and 
all the information we need, yet, be- 
cause of National efficiency, we save 
the salary of an extra bookkeeper. 

** At the end of the day, it takes just 
a few minutes to get automatic totals 
of Cash, Charge, Received on Account, 
Paid Out, Bank Deposit, Checks Drawn 
and Tax—because our National auto- 
matically gives us these records. Fur- 


— Best Lumber and Hardware Co., Memphis, Tenn. 


ther, we are able to get immediate sales 
information by departments and by 
salespeople. This has promoted friendly 
rivalry among our salespeople, and has 
resulted in an increased sales volume 
through increase of the average sale. 

“Moreover, we find that item-by- 
item mechanical addition, plus the 
automatically printed customer receipt, 
speeds service and increases c.istomer 
good will. 

“Our National System provides us 
with complete control of our business 
at a big savings in audit time and 
expense. From a conservative estimate 
it saves us $2400 annually, and repays 
its full cost every 11 months.” 


THE NATIONAL CASH REGISTER COMPANY, payton 9, Ohio 


BUILDING Propucts MERCHANDISER 


Businessmen from coast to coast 
are saving money and making extra 
profits with modern National Sys- 
tems. Your nearby National repre- 
sentative can show you right in 
your business how a National Sys- 
tem gives protection that saves 
money, information that makes 
money. He is listed in the classified 
directory. Call him and make an 
appointment today. 


(To obtain more data on advertised products see page 106) 





means that half or more of the 
buildings in use today were in use 
35 years ago and farm improve- 
ment offers a substantial market 
for dealer sales to offset any slack 
in urban building. 

“We have not yet caught up with 
building needs,” said J. O. Curtis 
of the staff. “In depression years, 
farm construction was down to 
$250 million a year or an average 
of about $41 a farm. Now farm 
building improvement is going on 
at a rate of $1 1/8 billion a year, 
but even this is only $216 a farm. 
With present costs of building, this 
is not enough to keep up with the 
needs.” 

Building material dealers were 
warned that the farm customer has 
certain stock “alibis” when sales 
talks are given him toward farm 
improvements. If yardspeople have 
ready answers to these, sales can 
be made: 

The farmer will want to save 
his old buildings; tell him that 
many are obsolete but, if they are 
worth saving, they can be best saved 
by remodeling. 

The farmer will say he cannot 
afford new buildings; tell him that 
the productive farm will support 
whatever is needed for profitable 
production. 

If the farm customer says new 
buildings cost too much, tell him 
this is not true in comparison with 
things he sells; cost is justified in 
terms of value received. 


If he says the money is needed 
for other purposes, advise him to 
“invest” his residue after expenses 
in farm buildings at present low 
costs and to insure his future crops 
and livestock. 


Farm Sales Potential 

The farm building situation has 
not yet fully recovered from the 
25-year period, 1920-45, when even 
normal depreciation was not bal- 
anced by construction and repair. 
There is a pressing need for 
further repairs and new construc- 
tion today, dealers were told. 

In many cases, dealers can make 
a farm sale by showing the farmer 
how he can save time and energy 
in covering his farm acreage. For 
instance, a blower pipe might sub- 
stitute for a feed truck in trans- 
ferring feed; hand-feeding beef 
cattle with a basket is common 
practice, but surveys show that 
farmers who installed self-feeders 
for cattle cut down walking re- 
quirements to about 2% of the 
hand method. 

Taking the drudgery out of farm 
chores is a prime talking point for 
dealers in selling the farm market. 


Remodeling the Barn 
The general-purpose farm barn 
has outlived its usefulness; they 
were not built to adapt easily to 
changing needs; the hayloft was 
built for storing long hay. Heavy 
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hay-handling equipment and large 
doors are no longer needed; feed- 
ing from the ground requires less 
labor. 

Still, a barn with a structurally 
sound loft is worth keeping. Floors 
can be strengthened with extra 
joists. Self-feeders for hay can be 
built for loft filling. Horse stalls 
are poorly shaped for housing 
farm machinery; removing the 
partitions will make space avail- 
able for loose housing of dairy 
cattle. Supporting posts must usu- 
ally be removed; removal of posts 
calls for beams carrying a wider 
span. 

The foundation of the general- 
purpose barn is usually unsound; 
some were built on boulders to an- 
chor sills to, others with lime mor- 
tar which has disintegrated. Farm- 
ers are in the market for new 
foundations and, while the barn is 
jacked up, dealers can frequently 
talk the farm customer into some 
extra ceiling height for livestock. 

Usually, the studs have rotted 
off near the sills, too. Instead of 
simply cutting off a foot or so, it’s 
more practical to use masonry up 
to the window ledge, or even to the 
tops of windows. Masonry walls 
should be stiffened with pilasters 
every 16 feet to provide wall 
stiffness. 

Many old barns did not have 
enough floor space. Sheds can be 
added to one, two or three sides to 
more than double original floor 
space. 


Advising the Farm Customer 

Farmers may wish to spend more 
han the minimum to obtain new 
buildings for the farmstead. But, 
from a practical standpoint, they 
cannot afford waste of space or the 
highest-priced materials. At the 
present time, the utility-type farm 
building is at peak popularity as 
a means for obtaining economy. 
Costs range from less than $1 per 
square foot for some types of open 
sheds and light buildings to about 
$3 for well-built, fully-enclosed 
buildings. 

The utility building is highl 
adaptable since it can be used with 
little or no change for general 
storage, hay shelter, beef cattle 
shed, machinery building or loose 
housing dairy barn. It can be con- 
structed with a variety of struc- 
tural materials, roof frames and 
covering materials, thus permit- 
ting a choice in cost and quality. 

Farmers themselves have found 
ways to reduce their cash outlay by 
such means as doing some or all of 
their own construction work; us- 
ing farm power and equipment in 
construction, and utilizing native 
or local building materials. Deal- 
ers can offer further economies to 
farmers so minded by contribu- 
tions in design, planning, manu- 
facturing and merchandising. 

Examples are packaged selling, 
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jig-assembled trusses, prefabri- 
cated structures, use of reliable 
plans and clearly worded instruc- 


tions. 
Remodeling Advice 


The farm customer is more de- 
pendent than the cf man on the 
dealer’s advice. When advising 
him on remodeling old buildings, 
classify the building into one of 
the following groups: 

1. Good structural condition and 
suitable for major remodeling and 
many years of future use. 2. Only 
fair structural condition and suit- 
able for limited use in present con- 
dition or with only low-cost re- 
pairs for a few years. 3. Poor con- 
dition, beyond economical repair, 
no use in present condition and 
should be torn down. 

Some repairs are more difficult 
to make than others. The dealer 
should carefully evaluate the con- 
dition of the major structural ele- 
ments of the building. If the 
framework is weak, it is seldom 
worthwhile to consider remodeling ; 
if the framework is sound, it will 
normally be worthwhile to consider 
remodeling even if the foundation 
requires repair or replacement. Re- 
pairs to roofing, siding, floors and 
openings can be made without diffi- 
culty and their being in poor condi- 
tion normally won’t be reason to 
recommend tearing down a build- 
ing. 

The Farmhouse 

In many ways, remodeling and 
new house construction on the 
farm is a more important job than 
the improvement of other build- 
ings, and a bigger market for the 
dealer. More money is currently 
being spent on housing than on all 
other farm structures combined. 
Farm houses are older, in terms of 
average age, than the barns, cribs 
and sheds. 

A new farmhouse flexiplan will 
be available some time in the first 
six months of 1954 from the Uni- 
versity of Illinois. It will provide 
working drawings, elevations and 
scaled floor plans that can be com- 
bined into more than 600 complete 
plans plus hundreds of variations. 
All are fitted to farm settings and 
conform to basic standards. It is 
a the entire set of plans 
will cost about $5. 


Plans Can Make Farm Sales 


For the past eight years, the uni- 
versity’s department of agricul- 
tural] engir.eering has sold an aver- 
age of 1,000 building plan sheets a 
month; occasionally 3,000; in 1949, 
23,000 plan sheets were sold. Sales 
to lumber dealers and farm advis- 
ors account for 50% of the dis- 
tribution. 

Many dealers keep bound sets of 
the plans in their offices and for- 
ward orders for their customers as 
necessary; others keep a small 
stock of plans or the plan catalogs 
for reference. 
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ONE LOOK at the business end of a Wooster Multiflag Brush tells you, 
‘**Here’s something different!”’ 


What you see are exploded-tip bristles—nylon filaments processed to give 
thousands of extra paint contact points. 


Imagine a tightly formed rosebud . . . imagine it bursting into full bloom, 
with petals reaching up and out. That’s what Wooster has done with 
nylon! By an exclusive, secret process, nylon filaments 
are caused to burst into soft, flexible, fully flagged 
ends—to produce man-made bristles better 
than nature’s best! 


Result —a soft, dense paint contact surface 
that deposits paint more evenly, more smoothly 
and faster. Paint release of a Wooster Multifilag 
Brush is greater than any other nylon or bristle 
brush made. Paint pickup greatly exceeds 
that of any other nylon brush—is within 2% 


of pure Chinese hog bristle! The only brush with 


Wooster Multiflag Brushes are popularly 
priced, with a generous margin for 
dealers. Order now through your nearest 
Wooster Distributor; or for his name, 
write The Wooster Brush Company, 
Wooster, Ohio. 


or, 

Koo KY 
* Guaranteed by @ 
Good Housekeeping 
a 


™ yy 
OF 45 aovearisto WS 





WOOSTER 


’ PAINT 
BRUSHES 








Seite FINE BRUSHES AND PAINTING TOOLS 
| FOR OVER M 100 YEARS 


MAGNIFIED TEN TIMES are ordinary nylon filaments (left), Multifiag 
exploded-tip bristles (center), and pure Chinese hog bristles (right). Note 
that Multiflag has, in many cases, even more flags than Chinese bristle! 
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Direct Mail Letter Brings Results 


Fast-growing Dallas prompted 
young Lee Slaughter of the Lee R. 
Slaughter Lumber Co. to convince 
his father to initiate an advertising 
program to help their business keep 
pace with the growth of the city. 

A direct mail letter written to 
step up home improvement business 


call-ins resulted from a mailing to 
8,500 names and addresses. Follow- 
up personal calls at homes where 
expanding families required addi- 
tional room produced three jobs out 
of six calls. With a follow-up letter, 
they hope to stimulate the call-in 
business even more. 


was their first approach. Numerous 


Slaughter’s letter started out on 


SUCCESSFUL DIRECT MAIL LETTER Is discussed by Lee Slaughter, Sr. with 
his son, Lee, Jr. at the Slaughter Lumber Co., Dallas. 





the right sales-producing note. It 
reminded the homeowner that the 
addition so badly needed or wanted 
could be financed for as low as $1 a 
day. The letter also emphasized 
that the work could be done by the 
homeowner himself (with the 
Slaughters offering every assist- 
ance), also a list of competent con- 
tractors. 

Pointing up the seasonal advan- 
tages of starting the job now, the 
letter closed by suggesting that a 
phone call would bring the expert 
services of the Slaughter Lumber 
Co. to the homeowner’s door. 


Interested in Selling 
OUTDOOR LIVING 


Soon you'll be able to read the lat- 
est on this subject in our new, 
1954 Dealer Products File. It’s just 
one of the new features added to 
make this issue more complete, 
more valuable to you. 

American Lumberman’s Dealer 
Products File has never been du- 
plicated. Sure it has charts and 
estimating tables but in addition 
you get solid merchandising fea- 
ture material and hundreds of pho- 
tographs that instruct and inform. 


It’s Coming APRIL 5 





MAKE TWO PROFITS ON “BUILD-YOUR-OWN” FURNITURE 


1 Profits on Angelus Metal Units 


Profits on EXTRA lumber, ay 
paint, varnish, etc. 


Tables - Benches - Bookcases - Room Divid- 
ers—All made from lumber in YOUR YARD 
NOW—PLUS Angelus metal units. The do- 
it-yourself market is HOT and these sales 
builders put you in the do-it-yourself pic- 
ture right now! We started a national sen- 
sation with wrought iron “Build-It-Your- 
self” furniture—now you can cash in on 
this brand new extra-profit business. Call, 
write or wire today for complete details. 


WE HELP YOU SELL 


Nationa! advertising and promotion every month in 
America’s leading consumer magazines PLUS mats, 
counter cards and mailing pieces. Generous dealer 
discounts and freight allowances. 


Soles Representatives: Several territories still open. 
Write for Details. 


ry THIRTY-EIGHT 
ie pocketbook. Just 
A Wonderful, too, 
> ‘ resistant and pai 


“DELUXE” LINE © THREE STYLES 





























-— 
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MODERN ROOM DIVIDERS 

The newest trend in versatile furniture! 
These metal frames plus 1"'x12"’s from your 
yard make room dividers, bookcases, etc 


SIZES AND STYLES OF LEGS 


Largest selection anywhere! Two complete lines, priced for every 


attach these legs to flush doors, plywood slats, 


old table tops, etc. to create custom tables, benches, desks, etc 


for modernizing old and unpainted pieces. Your 


customers will buy these handsome legs on sight. All are rust- 


nted matte-biack. Write today for complete informa- 


tion on these profit-making sales builders. 


“CUSTOM” LINE © TWO STYLES 





BOOKCASES — ANY LENGTH 

Anyone can make these sturdy bookcases to 
hang on the wall or set on the floor using 
Angelus frames and your 1''x10" boards 


ANGELUS WROUGHT IRON Dept.BG-3 2911 Whittier Boulevard, Los Angeles 23, California 
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rémong the Dealers 





Annual Virginia Convention 


NEW HOO-HOO CHAPTER was organized by building materials dealers of the 
Tidewater area of Virginia at the 28th annual convention of the Virginia Building 
Material Association at Virginia Beach, February 18. Twenty-five new members 


were initiated 


New officers, left to right, are: president, Joe C. Addington, Jr., 


Norfolk; Dennis R. Jackson, vice president, Newport News; secretary, Joe E. 
Wool, Norfolk; treasurer, John Clark, Phoebus. 








YOUTH IS RECOGNIZED by this joint presentation by VBMA and Virginia For- 
ests, Inc. Robert Silverthorn, sophomore at Hampton High School, receives third- 
place award in “Keeping Virginia Green” high school poster competition from 
Wm. E. Cooper, left, executive director of the association while Wm. N. Neff, 
right, retiring president of VBMA looks on. 





Georgia Association 
Convention Program 


The Building Material Merchants 
of Georgia has completed the pro- 
gram for its 29th annual convention 
April 19-21 at the General Ogle- 
thorpe hotel, Savannah. 

Speakers will include Phil Creden, 
Edward Hines Lumber Co., Chi- 
cago, demonstrating pre-assembly 
of building walls; Dr. Thomas R. 
Atkinson, Atlanta, “The Outlook 
for Building Activities in Georgia ;” 
William T. Spencer, Spencer Lum- 
ber Co., Gastonia, N. C., “Merchan- 
dising Building Materials,” and 
others. 

A round table will discuss sales 


BUILDING PropucTs MERCHANDISER 


practices of suppliers and mer- 
chants. The annual golf tournament 
will highlight the social activities. 


MacKinnon, Deroissart 
Organize Toledo Yard 


H. E. MacKinnon, former presi- 
dent of Hixon-Peterson Lumber Co., 
and John B. Deroissart, former 
vice-president; Ivan W. Holt, for- 
mer superintendent, and Angus N. 
MacKinnon, former construction 
salesman, have organized the Ban- 
croft Lumber & Supply Co., a new 
Toledo, Ohio, yard. H. E. MacKin- 
non will be president and treasurer ; 
Deroissart vice-president and secre- 


. & 
MERCHANDISING’ AND ADVERTIS. 
ING should be tied together, declared 
panel moderator Everett B. Wilson, 
director of public relations of NRLDA, 
who is seen holding up a section of 
NRLDA’s merchandising calendar and 
a proof page of American Lumber- 
man’s ADservice (mats for newspapers 
and direct mail advertising). 


FORREST G. BRICE, newly-elected 
president, Virginia Building Material 
Association, left, is congratulated by 
outgoing president Wm. N. Neff. Vice 
presidents are: E. R. English, W. B. 
English Lumber Co., Altavista; R. B. 
Johnson, York Supply Co., West Point; 
Milton M. Maddux, T. H. Maddux & 
Co., Marshall; Fred Shortt, Mingo 
Lime Lumber Co., Grundy; E. R. Wool- 
ridge, Skyline Lumber Co., Roanoke. 
Craige Ruffin, Ruffin & Payne, Inc., 
Richmond, was elected treasurer. 
Maurice R. Large, Farmville, is 
NRLDA director. 





tary, Holt is general superintendent 
and Angus MacKinnon will be con- 
tractor sales and service head. 
The company incorporated with 
capital of $250,000 and will special- 
ize in types of soft and semi-hzrd- 
woods. It will also distribute some 
products. Ground was broken late 
in February for offices and sheds. 


H. E. MacKinnon began his ca- 
reer logging in northern Michigan 
in 1918. Deroissart also started in 
1918 and was with Hixon-Peterson 
28 years. Holt started with the 
original Hixon company over 380 
years ago and Angus MacKinnon 
worked with his brother in the 
woods. 


(continued on next page) 
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Among the Dealers 





OFFICERS OF THE WISCONSIN RETAIL Lumbermen’s Association, left to 


right, are H. P. McDermott, secretary; 


Brodhead, president, and W. E 
treasurer. 


B. H. Roderick, 
Wolfe, Palmetier & Abell Lumber Co., Waukesha, 


Roderick Lumber Co., 


Wisconsin Dealers Optimistic 


The do-it-yourself movement 
among homeowners should reach 
a new high in 1954, Otto Lieber, 
Jr., president, Lieber Lumber Co., 
Neenah, told the Wisconsin Retail 
Lumbermens Association in his 
talk at the 64th annual! convention 
in the Milwaukee auditorium. 
About 2,700 attended and 900 lum- 
beryards in Wisconsin and upper 
Michigan were represented. 

“Indications are that amateur 
craftsmen will have more money 





PAST PRESIDENT’S MEDAL is pre- 
sented to John N. Hamar, left, Hamar- 
Quandt Co., Hougbton, Mich., by R. E 
Nugum, right, Nuzgum Lumber Co., 
Viroqua, at the Wisconsin lumbermen’s 
convention. 
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to spend this year in improving 
their homes,” Lieber said. He 
pointed out that recommendations 
by the president’s advisory com- 
mittee on housing to ease home 
building and modernization loan 
requirements should give people 
more money and incentive to ex- 
pand their homes. 

Lieber estimated that about 
$6.5 billion would be spent to fix 
up homes this year. He said the 
main problem is to show the home 
handyman how easy it is to repair. 
He recommended that dealers 
sponsor more how-to-do-it shows 
and said contractors are also 
helped by encouraging homeown- 
ers to do some of their own work. 

The Neenah lumberman also 
cited the growing trend by manu- 
facturers to deliver their products 
partially assembled as another 
factor improving the market po- 
tential of the building industry. 

James C. Downs, Chicago, pre- 
dicted 1954 would finish up strong 
for the industry after a weak start. 
He is president of the Real Estate 
Research Corp. 

B. H. Roderick, WRLA president, 
Brodhead, Wis., said in his annual 
report that there are assurances 
business will be good for those who 
go after it. He said it is expected 
that commercial structures and 


public buildings will take up any 
slack in the home and smal! build- 
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ings fields. He also scored high 
freight rates. 
Frank E. 
photographer and a former Korean 
war prisoner, spoke on his war ex- 


“Pappy” Noel, AP 


periences. Another international 
speaker was Dr. William McGov- 
ern, professor of political science 
at Northwestern, Evanston, IIL; 
he warned of the dangers in Indo- 
China. 

E. D. Fitzpatrick, manager, Al- 
lied Building Credits, Milwaukee, 
told the Wisconsin dealers that 
they are lagging behind dealers 
elsewhere in the use of installment 
selling, which he termed a great 
sales booster. 


Other Speakers 


Other speakers at the convention 
were Joseph F. Leopold, public re- 
lations counsel, Dallas, and W. E. 
Wolfe, WRLA treasurer, Wauke- 
sha. 

The association passed a resolu- 
tion urging national senators and 
representatives to support security 
of the American farmer and main- 
tain a sound agricultural economy. 

Roderick was elected president, 
Wolfe treasurer, and newly elected 
directors are Neal Lindsay, Man- 
awa, Wis.; William Piehl, Toma- 
hawk, Wis., and E. E. Dickson, Iron 
Mountain, Mich. 


Dealer Helps Judge Best 
Ad Campaigns 


A retail lumber dealer, Arthur 
Clifford, left, vice-president of the 
A. W. Burritt Co., Bridgeport, 
Conn., was one of 21 judges who 
picked winners on February 10 in 





the Associated Publica- 
for advertising 
publications. 


Business 
tions 1954 contest 
and merchandising 
John D. Gray, center, president of 


Waliach’s, Inc., is chairman of 
judges and William K. Beard, Jr.., 
is president of ABP, which sponsors 
the annual competition. 

The judges will select entries 
which, in their opinion, made the 
best use of space in the merchandis- 
ing press in 1953. Awards will be 
made April 6 at a program spon- 
sored by the Sales Executives Club 
of New York at the Hotel Roosevelt. 
(continued on page 68) 
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it’s new! 


it’s different! 


it sells doors! 


Never before have you had help like this 

in selling doors! The new Merry-go- 

Round Door Selector provides—for the 

first time—wide selectivity for your 

Chae customers—with normal inventory. The 

A Selector is a sturdy revolving drum on 
YOUR NA which are mounted actual wood minia- 

| eat tures (144" scale) of the most popular 
|! designs of wood doors. The drum, which 
|| SALES MESSAGE stands 20” high, displays ten doors— 
and you can choose exactly the doors you 

wish to display from thirty-three miniatures. 


Here’s why you'll want one or more of 
these sales-making displays— 


Customer excitement which stimulates 
sales—the Merry-go-Round display 
excites instant customer interest 


Gets doors out into the open—no longer 
need you take customers to your yard or 
into the loft to examine and choose doors 


Better selection with normal inventory 
—the display gives your customers a 
wide choice of doors without increasing 
your inventory 


Prevents wasteful damage — full-sized 
unfinished doors may soon get smudged 
and greasy when used for display pur- 
poses. The miniature doors on the 
Selector, however, are finished to resist 
constant handling 


Cuts down selling time—with this new 
Selector, salesmen can perform their 
work in minimum time. The Selector 
actually makes doors sell themselves 


DOOR SELECTOR 





DISPLAY DRUM AND YOUR CHOICE OF 10 DOORS 
OFFERED AT NOMINAL COST! MAIL THE COUPON FOR 
DESCRIPTIVE FOLDER AND ORDEK BLANK, 


Ponderoes Pine Woodwork 
Dept WAL-3-22 

38 South Dearborn Street 
Chicago 3, Illinois 


(Me Please send me folder containing full description of the new 
Merry-go-Round Door Selector and order blank for selecting 


the display and the doors of my choice. 
WOODWORK 
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OZARK 


OAK FLOORING 


UNUSUALLY STRONG made 


from Missouri altitude-grown 


Oak stock 


LAYS FASTER and EASIER 


OT a ee a ee 


finishing 


HAS LASTING BEAUTY—Praised 
by homeowners and floor lay. 
ers 


For fleoring that’s certain te 
please, check Ozerk Brandi It's 
properly seasoned .. . ecev- 
rately milled .. . precisely 
graded to NOFMA standerds. It 
has won the emphatic approval 
of floor layers for its strength 
and easy laying qualities, and 
its beauty and long-run econ- 


omy have proven sales appeal. 


There's no better buy then 
Ozark Brand! Let us have your 
orders and Inquiries. 


C2) 


“WINE MOORING 
SINCE 1927” 





Bundled for easy handling 
and safe, clean arrival, 





The 


OZARK 


oF Gia helel ii, icmeel ll, bf 


BISMARCK 
MISSOURI 
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Hoo-Hoo Plans 63rd Convention 


Committee chairmen for the 63rd 
International Hoo-Hoo convention, 
at the Shamrock Hotel, Houston, 
Tex., Sept. 6-9, have been announced 
by W. A. “Bill” Russell, 50220, con- 
vention chairman, and member of 
the Houston host club No. 23. 

Extensive entertainment and pro- 
gram plans are well under way to 
make the Houston convention out- 
standing. Members are urged to 


Houston Hoo-Hoo Club No. 23, 
names convention committee chair- 
men, left to right, front row: W. C. 
(Bill) Whitridge, 53966, reyistra- 
tion committee; M. R. (Wig) Er- 
win, 44392, state deputy snark, em- 
balming of the snark committee; 
W. A. (Bill) Russell, 50220, general 
chairman; Mrs. Selene Davidson, 
ladies activities committee; Ken- 
neth C. Manning, 53959, entertain- 
ment committee chairman; Minos 
E. Miller, 57892, finance committee 
chairman; E. B. Meroney, 51594, 
vice-chairmen. 


arrive for the opening-day welcom- 
ing party, scheduled for Monday, 
4:29 p.m., September 6. Guests will 
enjoy an ‘old fashioned, ranch-type 
Texas barbecue, served right from 
a chuck wagon. Dance music will 
be furnished by Papa Celestin’s 
Original Dixieland Band from New 
Orleans through the courtesy of 
the Texas Lumber Manufacturers’ 
Association. 


Back row: Gene Ebersole, 46193, 
publicity committee; R. Weldon 
Walker, 54063, Texas hospitality 
committee; Roy L. Brown, Jr., 
49933, program committee, R. B. 
(Dick) Darnell, 56005, vice-chair- 
man entertainment committee, 
D. M. (Boots) Nichols, 51598, vice- 
finance committee chairman, L. W. 
Craig, Jr., 58373, hotel reservation 
committee; R. H. (Bob) Thweatt, 
53964, vicegerent snark, concatena- 
tion committee; Wm. D. Allison, 
51581, transportation committee. 





Kansas Convention 
Set for April 21-22 


The 20th annual convention of 
the Kansas Lumbermen’s Associa- 
tion will be April 21-22 in the 
Lamer Hotel in Salina, Marvin Von 
Fange, secretary, has announced. 
Major convention emphasis will be 
on the state of the nation’s econ- 
omy as related to the retail build- 
ing materials industry. 

Tom Kelly, Milwaukee, Wis., will 
outline the present state of the 
country’s natural resources and 
point out corrective steps. James 
McCain, president of Kansas State 
College will address the group on 
“The Economy — Retrospect and 
Prospect.” Tom V. Watson, Denver 
manager for the United States 
Chamber of Commerce, will relate 
how the business point of view is 
being promoted in Congress. 

Von Fange said other speakers 
include: W. O. Leffingwell, presi- 
dent of the association; G. F. 


March 22, 1954, 


Hoppe, Insulite Div., Minnesota 
and Ontario Paper Co.; and a panel 
group composed of Henry Wildgen, 
Hoisington, Kan., Glenn Taylor, 
Lyons, Ted Sanborn, Belleville, 
Tom Griffith, Manhattan, and O. 
W. Hetrick, Great Bend. 
Registration will start Wednes- 
day morning, April 21, and the 
convention will be climaxed with 
the annual banquet and dance. 


Capitol in New Yard 


The Capitol Lumber Co., Mil- 
waukee, which was destroyed in a 
six-alarm fire December 7, opened 
a rebuilt retail yard and wholesale 
outlet recently to serve while 
its original location is being com- 
pletely rebuilt and stocked. Jerry 
Callner, purchasing agent, esti- 
mated the job at six months. Until 
its temporary location, Capitol op- 
erated out of a house next door to 
its burned-out building. 


(continued on page 74) 
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Nevis CHEVROLET TRUCKS 


do more work per day... more work per dollar 
on every type of hauling or delivery job! 


~ 








Time and money are the two most important factors 
in any trucking job—and the new Chevrolet trucks 
for ’54 are built to save more of both! 


THEY SAVE YOU TIME 


THEY SAVE YOU MONEY 
IN EVERY WAY 


Along with increased power, these great new trucks 


ALL THE TIME 


Whether you deliver door-to-door or haul state-to- 
state, new Chevrolet trucks will speed up your sched- 
ules. They bring you new hour-saving engine power 
—greatly increased acceleration and hill-climbing 
ability. You save time with greater safety ... and 
without increasing your maximum road speeds. In 


bring you increased operating economy. You enjoy 
hefty gasoline savings in every model, thanks to new 
high-compression performance. In addition, you save 
on upkeep and maintenance. That's because you get 
extra strength and stamina in drive line and chassis. 
There are heavier axle shafts in 2-ton models, newly 
designed clutches and stronger frames in all models. 

See your Chevrolet dealer for all the facts about 


traffic or on delivery routes, new truck Hydra-Matic 
transmission* saves time, and saves driving effort 
as well, It’s the last word in no-shift truck driving. 


the “savingest’’ Chevrolet Advance-Design trucks ever 
built! . . . Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


MOST TRUSTWORTHY TRUCKS ON ANY JOB! 





THREE GREAT ENGINES —. The new “Jobmaster 261” engir.e* for extra heavy hauling. The ‘“Thrift- 
master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
HYDRA-MATIC TRANSMISSION* —offered on '4-, %- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH —improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 
on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT*—eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—xive increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD —for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING —easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 


*Optional at extra cost. Ride Control Seat is available on all cab models, "Jobmaster 261" engine 
on 2-ton models, truck Hydra-Matic transmission on '/;-, Yg- and 1-ton models. 


CHEVROLET 
ADVANCE-DESIGN 
TRUCK FEATURES 
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MANUFACTURERS IN THE NEWS 





KWIKSET’S LOCK installation contest, held during the recent NAHB convention 
in Chicago, was won by Raymond D. Parker, Mills Judy Builders, Cincinnati, who 
installed a complete Kwikset “600” Entry lock in 8914 seconds. Richard G. Hughes, 
left, Pampa, Tex., new NAHB president, gave the $1,000 defense bond first prize 


to Parker, right, among 500 contestants. 


Sakrete To Aid Dealer 
With Heavy Promotion 


One of the most extensive pro- 
motion campaigns that Sakrete, 
Inc., Cincinnati, has ever devised 
will help dealers sell the firm’s 
products during the peak seasons 
in 1954. Signs, counter displays, 
envelope stuffers, instruction fold- 
ers, booklets, calculators and nail 
bags are all included in the pro- 
gram. National consumer advertis- 
ing and publicity will also be used 
to stimulate the demand for dry 
pre-mixed concrete. 

Outstanding features of the 
available material are the four 
sizes of nail bags that are offered. 
Each bag is imprinted with a 
smatler version of the large Sa- 
krete two color metal sign that is 
displayed in dealers’ stores. They 
are sold to dealers at a small frac- 
tion of their cost. A new and handy 
calculator telling customers ex- 
actly how much material is needed 
for a particular job has been de- 
vised. 

National advertising will be car- 
ried in major home magazines 
reaching the market where there is 
a definite need for the product. 

Arthur C. Avril, Sakrete presi- 
dent, pointed out that multiple bag 
sales are constantly rising in con- 
trast to single bag sales. “With the 
tremendous growth of do-it-your- 
self projects, we are finding that 
customers are willing to undertake 
larger jobs involving five or more 
bags of Sakrete,” he said. 
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Avril predicted that 1954 would 
be a record-breaking sales year for 
dealers. “Since Sakrete was one of 
the original products specifically 
devised for do-it-yourself ideas in 
1936, it has a reputation for quality 
that brings customers back for re- 
peat orders,” he said. 


Week-End Decorators 
Handbook on Painting 


A new, 68-page handbook on 
painting is now available to dealers 
from manufacturers participating 
in the 1954 Week-End Decorator 


campaign sponsored by Archer-Dan- 
iels-Midland Co., Minneapolis. The 
book has been adapted for the Bet- 
ter Homes and Gardens Handy- 
man’s manual. 

Illustrated with 224 photos and 
illustrations, the handbook covers 
every phase of painting in the home. 


March 


°° 


why 


The handbook tells the do-it-your- 
self customer how to enamel furni- 
ture, explains natural finishes for 
wood, how to bleach wood. Special 
sections contain valuable painting 
tips that make painting easier. 
Other sections describe how to avoid 
paint troubles, how to salvage a 
neglected brush, use of abrasives, 
spraying with paint. 

The new handbook is now avail- 
able in quantities to retailers from 
manufacturers already participat- 
ing in the Week-End Decorator 
campaign. The back cover will carry 
the manufacturers brand imprint. 
Details are available from Archer- 
Daniels-Midland Co., Roanoke Bldg., 
Minneapolis. 


Owens-Corning Organizes 
New Products Division 


The increasing demand for prod- 
ucts to combat chronic noise prob- 
lems has prompted Owens-Corning 
Fiberglas Corp. to organize a new 
Sound Control Products sales di- 
vision. Edward J. Detgen, general 
sales manager of the General Prod- 
ucts division announced production 
facilites for the manufacture of 
Fiberglas sound control products 
has been increased and that pres- 
ent capacity was doubled in Janu- 
ary. Ben F. Leaman, Jr., was ap- 
pointed sales manager of the new 
division. 


United States Plywood 
Offers 48-Page Catalog 


Six new plywood products are 
cataloged for the first time in the 
1954 Weldwood catalog, a 48-page 
guide to the plywood and allied 
products produced and distributed 
by Wnited States Plywood Corp. 
The fully-illustrated catalog is be- 
ing sent to 40,000 lumber dealers, 
fabricators, woodworking shops 
and industrials and a special ad- 
ditional mailing to all architects. 


The six products are Surfwood, 
a decorative panel with the tex- 
ture of weathered driftwood: 
Checkerboard, hardwood veneers 
laminated in checkerboard effect 
on a plywood base; Novoply-core 
panels, veneered hardwood panels 
with solid cores of the warp-free 
material; Armorply Chalkboard, a 
metal-on-plywood material with a 
writing surface for chalk, and Hon- 
duras Mahogany Plankweld, the 
latest addition to the line of pre- 
finished do-it-yourself wall panel- 
ing. 

In addition to descriptions, sizes 
and approximate retail prices for 
every product in the Weldwood 
line, the new catalog suggests rec- 
ommended application for the 
products. 
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Curtis’ Starts Big Push 
On Silentite Unit 


Curtis Companies Incorporated, 
Clinton, Iowa, manufacturers of 
Curtis Woodwork, opened one of 
its largest national advertising 
campaigns in its history in Febru- 
ary magazines. Trade publications 
carried large advertisements on 
the new Silentite Convertible Win- 
dow Unit, which Curtis terms the 
“window of a thousand uses.” 

“We are putting unusual adver- 
tising and promotion behind the 
new Silentite Convertible,” stated 
I. H. Ramsey, Curtis vice-president 
and sales manager. “Our organiza- 
tion feels this new product offers 
vast sales opportunities to Curtis 
dealers and to contractors and 
architects. Early acceptance from 
the trade last fall was very enthus- 
iastic and we are now in high pro- 
duction on it, and will increase the 
output as demand increases. 

“With liberal financing avalable 
and the still urgent need for good 
housing and modernization, Curtis 
dealers everywhere look for a very 
active year,” Ramsey stated. 


Yale & Towne Acquires 
Old Lock Collection 


A large, valuable collection of 
early American locks, including 
many that were used by some of 
the first settlers of this country, 
has been acquired by The Yale & 
Towne Manufacturing Co., it was 
announced by Gilbert W. Chapman, 
president. The first public exhibit 
of substantial portions of the col- 
lection was at the 10th annual Na- 
tional Antiques show at Madison 
Square Garden, March 8-14. 

In the collection are more than 
250 locks and latches, ranging from 


small wooden devices made by 
early settlers to mammoth prison 
locks used in New England when 
George Washington was president; 
approximately 250 keys; old pad- 
locks of various design, size, and 
complexity, and an additional 
group of foreign locks. 


Soft Pine Bureau's 
Do-It-Yourself Book 


Recognizing 
the importance 
Designed for 
distribution by 
retailers to their 
customers the 
book is a conven- 
ient pocket-size. 
of the do-it- 
yourself trend 
the Arkansas 
Soft Pine Bu- 
reau has just 
published an 82- 
page booklet for 
the handyman. 

Titled a 
“Home Hand- 
book” the folder explains a little 
about basic tools and common mate- 
rials, and it tells how to make sim- 
ple home repairs and improvements. 
Specifically, the reader learns about 
board feet measure, circular saws, 
concrete mixers, drilling wood, glue- 
ing, lumber grades, nails, wood 
joints —all in a brief, interesting 
way. 

The booklet is available imprinted 
with the dealer’s name on the cover 
in place of the Arkansas Soft Pine 
Bureau signature. Minimum orders 
are 100 copies at $15, postpaid, not 
imprinted. Imprinting is another 
$3 a hundred. For details write the 
Arkansas Soft Pine Bureau, 805 
Boyle Bldg., Little Rock, Ark. 


JOHNS-MANVILLE’S TOP COWHAND, Herb Lotz, gets fitted for a pair of 
handmade boots during his recent trip to Oklahoma, where he conducted another 
successful short course in Construction and Cost Estimating at Oklahoma A&M 


Tech, Okmulgee, for the Oklahoma Lumbermen’s Association 


makers are unidentified 
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The two boot- 


Obituaries 


T. V. (TED) TODD, manager of 
hardwood flooring sales department of 
the Bradley Lumber Company, of 
Warren, Ark., died suddenly at At- 
lantic City, N. J., February 4. Mr. 
Todd, with his wife, had been on an 
extended business trip throughout the 
east and was preparing to attend a 
lumber sales meeting at Atlantic City 
when he collapsed at his hotel. Reflect- 
ing the esteem in which he was held 
throughout the circle of his business 
activities, was the exceptional volume 
of condolences, tributes and memorial 
tokens received from every section of 
the country. A native of Jefferson, 
Texas, Mr. Todd was for a number of 
years with a lumber firm at Pine Bluff, 
Ark. He came to Warren some years 
ago, becoming associated with Brad- 
ley. Later he transferred for a time 
to Gurdon, Ark., but then returned to 
Warren as manager of the hardwood 
flooring sales for Bradley Lumber Co. 


BURTON B. BUTLER, president, 
B. B. Butler Mfg. Co., Bellwood, II., 
was killed in an automobile accident 
recently while driving to his son’s 
home in Racine, Wis. He founded the 
company in 1945 and, in association 
with Paul Zimmer in 1946, began the 
manufacture of “Peg-Board” perfor- 
ated panels and fixtures, Zimmer has 
been named executive officer of the 
company. 


BROR GUSTAV DAHLBERG, 73, 
founder, former president and retired 
board chairman of the Celotex Corp., 
died recently of a heart attack at his 
Miami Beach home, He came to Amer- 
ica from Sweden when he was 10 and 
worked at odd jobs until 1916, when 
he was named vice-president of a paper 
manufacturing company. In 1921, he 
organized Celotex with a group of 
Minnesota businessmen with whom he 
had developed a process of making 
structural insulating board from ba- 
gasse. The company rose swiftly to 
one of the foremost producers of gen- 
eral building materials. Dahlberg re- 
tired as president in 1948 and as board 
chairman in 1951. He continued as a 
director. 


GEORGE 8. HAYS, 75, retired di- 
vision manager of the Long-Bell Lum- 
ber Co., died in San Fernando, Calif. 
He had quit January 1, 1952, after 51 
years with Long-Bell. He was a mem- 
ber of the management staff at mills 
in New Willard and Lufkin, Tex., be- 
fore moving to Longview, Wash., in 
1924 as assistant general manager of 
the real estate division. In 1940, he 
became manager of the mills at Kla- 
math Falls, Ore., and Dorris, Calif. 
When the Vaughn, Ore., mill and tim- 
ber were bought from Snellstrom in 
1945, he became manager. 


REED P. MORSE, 63, southern rep- 
resentative 21 years for M and 
Wood Working Co., died recently en- 
route from St. Louis to Houston. He 
had also been salesmanager for Hut- 
tig Sash and Door Co., Memphis 
branch, leaving in 1925 to distribute 
for McCleary Lumber Co. in the south. 
He was a central figure in the forma- 
tion of the southern Sash and Door 
Jobbers Assn. in 1928 and became the 
first managing director of the group. 


(continued on page 72) 
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1. WAREHOUSING 


high without danger of warping 


New Lath 
Package Speeds 
Handling 


Palletized, banded unit 
developed by Wheeling 
(Va.) Corrugating Co. has 
many advantages. 


The trend toward 
building materials 
metal lath. 

With the metal lath package of 
50 bundles or 500 sheets, one man 
with a fork lift truck can unload 
a freight car in 45 minutes com- 
pared with the 16-man hours pre- 
viously required, according to the 
Wheeling (Va.) Corrugating Co. 
which has developed the package. 

In the warehouse, packages of 
lath can be stacked as high as ceil- 
ings permit without any danger of 
instability or warping, says the 
manufacturer. The packages are 
generally stacked four units high, 
increasing storage space 50 to 
100° 

Identification is also made easier 
by the lath package. Each package 
is stenciled with a three-inch wide 
atrip of paint, a different color de- 
fining the size of the sheet: red, 
3.4; white, 2.5. 

The likelihood of a miscount has 
been reduced with the metal lath 
package, since numbered tags are 
attached to each bundle in a lift. 
Tags are numbered 1 through 50, 
starting with the bottom bundle. 

The tightly-banded package not 
only protects the lath while in 
transit or while being handled in 
and out of stock, but also prevents 
theft. Banding also reduced shift- 


packaging 
has reached 
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1S FASTER, EASIER with 
lath package of 50 bundles or 500 sheets 





the new engineer 
Bundles can be stacked four 


2.PALLETIZED PACKAGES make it easy 
to unload in and out with the use of a fork 


lift truck. One man can unload a car in 45 
minutes. Each package is tightly banded. 


3. LATH IN NEW PACKAGE arrives in perfect condition for the job. Selvage 
edge has been eliminated to minimize buildup where sheets of lath must overlap. 


ing in transit. 

Wheeling says that its new lath 
lies perfectly flat, is free of camber 
and has uniformly parallel sides 
and ends free of “fish tail.” The 
selvage edge has been eliminated 
to minimize buildup where sheets 
of lath must overlap. This makes 


Varch 


22, 1954, 


the lath easier to erect and offers a 
firm, even surface for plastering. 

Before the new package was in- 
troduced, it was necessary to han- 
dle the 10-sheet bundles individ- 
ually. This job took four workers 
a full day and had to be repeated 
at factory and job site. 
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Prettiest colors under the sun! 


CERTAIN-TEED’S BEAUTIFUL EMS GOLDEN ANNIVERSARY BLENDS 


AND AMERICA’S FINEST ASPHALT SHINGLE—WOODTEX 


Here are the prettiest colors you've 
ever seen for roofing. Fresh, soft, 
Cool, 
light brown. Medium gray and 
warm, sunny red. Now, for our 


pastel blue and green. 


Golden Anniversary Year, they're 
on America’s finest, most luxuri- 
ous asphalt shingle. Certain-teed’s 
beautiful Woodtex, of course. 


You know Woodtex shingles. Their 





S. PAT. OF 


unique raised grain gives them the 
beauty of hand-split shakes, Gives 
them extra weight (250 lb.) for 
greater resistance to wind and 
weather, too. That’s a combination 
your customers will find hard to 
beat... for either a new roof on an 
old home, or a brand new home. 


Remember . . . there’s nothing like 
color and W oodtex to help close a 


roofing sale. And there’s nothing 

like these new Woodtex colors any- 

where. See them now. You'll agree! 
. Ss 


Woodtex Shingles now come in 
these 6 beautiful new blends: 
Pastel Blue, Pastel Green, Pastel 
Brown, Green, Grey, Red Blend. 
Also luxurious Two-Tone Green 
and Two-Tone Black, 


ASPHALT ROOFING © SHINGLES © SIDINGS © ASBESTOS CIMENT ROOFING AND SIDING SHINGLES * GYPSUM 
PLASTER » LATH © WALLBOARD © SHEATHING © R00F DECKS © FIBERGLAS BUILDING AND ROOF INSULATIONS 


CERTAIN-TEED PRODUCTS CORPORATION 


Certain-teed es 


ARDMORE, PENNSYLVANIA 


Quality made Certain... Satisfaction Guaranteed export DEPARTMENT: 100 EAST 42ND ST., NEW YORK 17, N.Y, 
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Obituaries 


FRANK M. DAIN, 62, Ridgefield, 
Conn., retired dealer and former head 
of the Ridgefield Supply Co. and Ka- 
tonah (N.Y) Lumber Co., died recently 
in New York City after an illness. 
From 1921-28, he was proogent of the 
Street Lumber Co., Hadley Falls, Mass. 


JOHN WORMHOUDT, 84, a lumber 
dealer for almost 70 years, died re- 
cently in Santa Monica, Calif., after 
being taken ill on a western trip from 
his home base in Ottumwa, Iowa. He 
was the oldest active lumberman in 
his state and one of the oldest in the 
country, having started out with his 
father at 15 and headed the Worm- 
houdt Lumber Co. more than 60 years. 
He was the son of Dutch immigrants 
who started a lumberyard at Pella. 
John Wormhoudt was first employed 
in Ottumwa by the 8S. L. McGavic 
Lumber Co. but established his own 
business in 1892 in partnership. 


YOU SAW PICTURES in the last issue 
of American Lumberman of some of 
the good-looking women who are ac- 
tively engaged in various phases of 
the retail lumber industry in the mid- 
west, all of whom attended Bill Mor- 
gan’s recent training institute for 
women at Oklahoma University. 
Here's one picture which didn’t get 
in. We're happy to show you two em- 
ployes of the Davis Lumber & Hard- 
ware Co., Hutchinson, Kans. Mrs. L. E. 
Gregg, left, attended the training insti- 
tute. Her eompanion here, Mrs. L. J. 
Cornelson, does office clerical work. 





Beg Your Pardon! 


One of the featured speakers 
on the recent Training Course 
for Women program co-spon- 
sored by the Oklahoma Lumber- 
men’s Association and the Uni- 
versity of Oklahomr. was Miss 
Irma Dutrieux, color stylist for 
The O’Brien Corp., South Bend, 
Ind. Miss Dutrieux, who spoke 
on “Psycholo of Color” and 
“Effects of Color in Interior Dec- 
orating,” appeared on the morn- 
ing and afternoon programs, Her 
name was unintentionally omit- 
ted from the list of instructors 
named in American Lumber- 
man’s article describing this 
course in the March 8th issue. 
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THE LUMBER MARKET 


Canadians to Barter 
Lumber for Prefabs 


A unique barter deal, British 
Columbia lumber for British pre- 
fabricated homes built to Canadian 
plans, may lead to the construction 
of a 500-unit low-cost housing de- 
velopment at Victoria, B. C. 

Negotiations were reported in the 
final stages for an integrated hous- 
ing development which would cost 
an estimated $8,000,000. It was pos- 
sible the first units would be under 
construction before the end of the 
year. 

The houses to sell from $8,000 to 
$17,000, would be manufactured in 
the United Kingdom from British 
materials but would have Canadian 
designs and standards. Conferences 
are under way between a represent- 
ative of the U. K. Trade mission, 
financial interests, and members of 
the sponsoring Royal Portage 
Parks Ltd. Syndicate. 

The development would be situ- 
ated on a site 3% miles from Vic- 
toria’s city center. 


Prices Still Rising 
in Seattle Region 


SEATTLE — The market situa- 
tion is very similar to that of a 
fortnight ago, one in which prices 
continue to edge up because of 
strong efforts by the mills which 
are bolstered by low production 
and inventories. Still there is no 
demand to account for higher 
prices though some speak of a little 
flurry of business which they can’t 
localize. 

Green fir dimension which ad- 
vanced 2 to 8 dollars is the most 
active with demand for some 
grades of shingles following. Most 
other items are steady reflecting 
the hopes for a good market. Sell- 
ers are confident the eastern mar- 
kets will have to buy sometime in 
the next 60 days and they don’t 
want to be ¢aught with their quo- 
tations down. 

Green fir boards are one to two 
dollars stronger and No. 1 dry hem- 
lock dimension is up two dollars. 
There appears to be a trend back 
to the pre-war practice of buyirg 
dimension separately in 1 and two 
grades instead of as No. 2 and 
better. Cutting is tighter and tran- 
sits are bringing $59 and $60 
though not many are out. No. 1 dry 
hemlock is very scarce. A fair de- 
mand for shingles exists. No. 2 per- 
fections continue strong selling to 
the staining plants while 16” go to 
the yards. Prices for cedar lumber 
vary at different mills but on the 





whole are steady and pretty much 
the same. The cedar mills are try- 
ing hard to keep production and 
selling balanced. Car siding, 1 x 4, 
is hard to buy and some mills are 
behind in filling orders. 

Pines are steady with Idaho 
white showing signs of strength. 
There is no change in demand or 
price of Engelmann spruce. Export 
markets are quiet. 


Watchful Waiting 
in Tacoma Region 


TACOMA—Watchful waiting on 
the part of both buyers and sellers 
appears to be the chief character- 
istic of a predominantly quiet lum- 
ber market in the Tacoma and 
Southwest Washington area. There 
is some demand, but chiefly for 
special items and the prices for 
these are good. 

But the market for general run 
items is slow and stockpiles of 
these are accumulating at the 
mills. This is not too much of a 
problem at the moment, since in- 
ventories are not abnormally high 
because of lighter production dur- 
ing a winter season that has been 
on the light side due to much ad- 
verse weather. 

Better weather has prevailed 
during the past two weeks and 
both mill and woods production is 


showing a tendency to return to 
normal. 


Douglas Fir Strong 
in Northern California 


SAN FRANCISCO—In Northern 
California the market for green 
Douglas fir has strengthened con- 
siderably. Practically all of the 
mills report substantial orders on 
hand and they are now beginning 
to refuse to take too difficult or- 
ders, dealing only in straight loads 
rather than mixed. 

The market for redwood common 
remains firm. Dealings in uppers 
are strong and plenty of orders are 
on hand for redwood. 

Production of redwood during 
January ran 42,286 M, as against 
34,439 in January of last year. Red- 
wood shipments also were up with 
38,271 M in January as against 
30,620 last year. Members of the 
California Redwood Association 
had orders on hand at the end of 
January totaling 54,729 M. This 
compares with 49,395 orders on 
hand at the same time in 1953. 


These companies report stocks 


(continued on page 76) 
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Cheltenham-Harwich Subdivision, 
Lyndhurst, Ohio. Craft Builders, Inc., 
64 homes completed—54 under 
construction. 1300 sq. ft. of Gold Bond 
Spun Rock Wool used per house 


‘ 2) : Py, ‘ y 
| Ee ey ae 


ae be 


‘ houses _,, 
Make valuable ! 


Say BUILDERS FROM OHIO TO FLORIDA 


Another 100% Gold Bond 
Rock Wool Insulation job 
—1067-unit Azalea Park. 
Phillips Properties, 
Orlando, Florida. 


; P= By lcs .¥ a Tt a 


we are dealers selling more Gold Bond 
Spun Rock Wool every month? Listen 
to the answers from builders: 

‘Gold Bond makes houses worth more because 
it gives maximum winter and summer insulation.”’ 

"The stiff, rugged blankets ave easier to apply. 
The mineral wool is fastened to both sides— a Gold 
Bond exclusive. The blanket won't shake down, 
lump or sag.”’ 

And the rock wool fibres can't burn. Blan- 
kets hold their shape better, due to the extra 
resilience; make an excellent sound barrier, too! 
Big square footage per package! Different pack- 
age colors instantly identify blanket thickness 
—Fuli-, Semi- or Mat-Thick. Saves you time 
in handling, warehousing and delivery. For 
complete information on selling Gold Bond 
Spun Rock Wool products, write for free copy 
of the Gold Bond Rock Wool Handbook. 


Gold Bond [BEER ue 


t h e | j n e t ha t ’ Ss a ae py or a Paint Acoustical 
easiest to sell 


Asbestos 
Products Products Cement 


Products Products Products Products Products 





NATIONAL GYPSUM COMPANY + BUFFALO 2, NEW YORK 
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Fast shipment 

.  » dependably to your exact 
needs in West Coast Douglas 
Fir, WCLB grade stamped, anti- 
stain treated, Let 

us show you. 


AlR-Nint 


MANUFACTURING CORP. 
Tigard, Oregon 


For 


ana t 


O-it-yourse if Trade 
Profe 


? , a 
ssional Builder 


— 
THE ORIGINAL / HEYER STEEL FRAME 





Picnic Table Frames 
that get the 


REPEAT ORDERS 


@ For lumber dealers . . . you 
supply your own lumber; we 
supply the steel frames. 


Repeat business from other 
dealers and distributors is our 
best testimonial. 


You want the original . . . 
the table that has proved 
satisfactory — not a cheap 
imitation. 


Start now! 


Ask your distrib- 
utor — or write: 


HEYER SALES CO. 
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on hand January 31 of 346,780 M 
redwood and 15,741 M whitewoods. 
Both production and shipments of 
whitewoods were down somewhat 
in comparison with January of last 
year. The majority of redwood or- 
ders received as well as shipments 
made were from and to Eastern 
markets. 


Bill McCubbin, of San Fran- 
cisco’s Cord Lumber Co., reports 
increased market activity and 
greater interest being shown in 
the yard stock business, with only 
a slight hold-back due to income 
tax payments. 


Studs are hard to find and are 
reported as “very high priced.” As 
more mills enter production, mar- 
ket observers expect all prices to 
weaken somewhat. 


Market Improving 
in Southwest Areas 


KANSAS CITY—Sentiment, an 
important factor in any business, 
has shown a definite improvement 
in recent weeks and this has been 
reflected in the lumber industry. 
For a change, at least, mills report 
sales are in excess of production, 
and, incidentally, output has not 
lagged this year. The weather has 
been conducive to open operations. 
The business lost with the closing 
down of many small mills have 
been more than offset by the 
larger operators. 


One of the majors operating in 
the south last week announced it 
would go on a 44-hour week; it 
has been running at 40 hours a 
week. Some moisture was reported 
in the Oklahoma and Texas farm 
area and this is an important fac- 
tor for future business, lumbermen 
assert. It was the severe drought 
of last summer that put a crimp 
in lumber sales in the last half of 
1953, and any improved crop out- 
look will give confidence to farm- 
ers to buy building materials 
again. 

Mills do not have much inven- 
tory on hand and are generally 
producing against an order file, 
which in recent weeks, has been 
increasing. The recent upturn in 
lumber prices on the west coast is 
expected to reduce somewhat tne 
competitive advantage to lower 
grades of woods that come into 
the southwestern market. Still 
many of the “peckerwood” mi(‘ls 
that sell to concentration yards 
and other sawmills are going out 
of business because of the contin- 
ued high price for timber. 

The over-all price situation re- 
mained unchanged. The relatively 
few surplus items that were of- 
fered under the list a few weeks 
ago have been cleaned out and 
mills are not showing any distress 


March 


items. Lumbermen assert that 
prices, while steady over a period 
of months, may be inclined to firm 
in the weeks ahead should the 
present trend continue. 


Shipments Nationally 
7.3% Above Production 


Lumber shipments of 514 mills 
reporting to the National Lumber 
Trade Barometer were 7.3% above 
production for the week ending 
February 27, 1954. In the same 
week new orders of these mills 
were 9.2% above production. Un- 
filled orders of the reporting mills 
amounted to 37% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 23 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 59 days’ production. 


For the year-to-date, shipments 
of reporting identical mills were 
2.8% above production; new or- 
ders were 8.5% above production. 

Compared to the average corre- 
sponding week in 1935-1939, pro- 
duction of reporting mills was 
114.4% above; shipments were 
96.5% above; new orders were 
118.0% above. Compared to the 
corresponding week in 1953, pro- 
duction of reporting mills was 
2.8% below; shipments were 0.8% 
below; and new orders were 1.6% 
above. 


Western Pine 


For the week ending February 
27, 118 mills reporting, orders to- 
taled 76,097,000 feet compared with 
75,420,000 last week and 80,433,000 
in the corresponding week a year 
ago. Similar comparisons of ship- 
ments are 74,838,000, 68,174,000 
and 78,245,000 and for production 
63,553,000, 62,104,000 and 61,941,- 
000 feet. 

Expressed in percentages ship- 
ments were 17.8% and orders were 
19.7% above production. Orders 
were 1.7% above shipments. The 
increase in orders accepted com- 
pared with the last report was .9%. 


Southern Pine 


For the week ending February 
27, 103 mills reporting, orders to- 
talled 16,642,000 feet, compared 
with 16,852,000 the preceding week 
and 15,262,000 a year ago. Similar 
comparisons of shipments are 
16,273,000, 14,045,000 and 14,534,- 
000 feet and for production 15,- 
229,000, 15,325,000 and 14,265,000. 

Expressed in percentages ship- 
ments were 6.4% and orders were 
9.6% above production for the 
week. Orders on hand increased 
1.3% during the week. 
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FOR THE ‘‘PRICE’’ BUYER 


QUIKWAY 


ECONOMY MODEL 
The roller set for economy-minded folks . . . 
fully guaranteed good quality . . . priced to $ ‘ 
sell! In Dynel, wool or mohair. 


Retails at 
*Roller and tray Ns Ss 


“FOR THOSE WHO KNOW" 


ALKOTR 


SERVICE MODEL WITH BAL-LOK 


Cover snaps on and off with exclusive E-Z 
Bal-Lokt end bearing that's “fall-off” proof! $ 
Cover of dense, high-quality Lonel. 

Retails at od 

*Roller and tray — individually boxed. 


an eeeeeeeeeeeees 
“FOR THE PRO”’ 


EZ PAINTR" 
Deture Model 


For these who want the finest, professional or 
Packed with more extras than any other roller. . . 
Cover slips on or off adjustable cylinder. Nylon bear- 
ings guaranteed for life-— will not chip or break. 
Sturdy twist-proof handle. All metal parts plated. 
Retails of 


*Roller and tray — individually boxed. 


Prices slightly higher in 
Rocky Mountain area and 
west, i) 


" 











EZ FOUNTAIN ROLLERS EZ EXTERIOR SETS EZ INDUSTRIAL ROLLERS 
World's largest manufacturer of paint rollers! 


EZ PAINTR CORPORATION 40s s. ows srcer muwauxee 7, wisconsin 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 


a com 


sidered as current on the day the 


tion and average of mill prices at press time and should not be con. 
magazine is received. The prices should be 


useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine 


DOUGLAS FIR 


Vertien! Grain Flooring 
B&Btr Cc D 
1X4 ceceeeees e+ 160.00 155.00 90.00 
Fiat Grain Floring 
ix4 5 13 red 80.00 
1x6 . posésocreaee 34 110.00 
Drop Siding 
1x6 (Pat. . 150, 95.00 
1x6 (Pat. . 150.00 90.00 
Cetling 
118.00 70.00 
110.00 70.00 
Boards and Shipiap 2” (Green) 
1x6 1x8 1x10 1x12 
568.00 59.00 68.00 63.00 
63.00 63.00 68.00 
-44.00 44.00 44.00 49.00 
No. 1 Dimension 
12’ 14° 
70.00 70.00 
69.00 71.00 
71.00 70.00 
69.00 71.00 
69.00 67.00 
No, 2 Dimension 
2x 4 65.00 65.00 
2x 6 64.00 67.00 
2x 8 66.00 66.00 
2x10 64.00 66.00 
2x12 64.00 62.00 
No. 3 Dimension R/L 


(Add $10- $12 ‘for ‘ary lumber) 





RED CEDAR SHINGLES 


Reyals 
No, 1 
No. 2 
No. 3 
Verfections 
No. 1 sd 6/2% 
No, 2 1" 5/2% 
No. 3 4d 5/2% 
XEXXX 
No. 1 * 5/2 
No, 2 6/2 
No. 3 ” 2 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, @ to 10 are: 
Beveled Siding, % Inch 

Clear 
Y%x4 inch .... 75.00 
x56 inch .... 80.00 
x6 inch . 100.00 
x8 inch 125.00 120. 00 
Clear Bungalow Siding, % Inch 

8 inch 150.00 

10 ineh 80.00 175.00 

12 inch 485.00 1756.00 


Finish B and Btr, $2 or 45, 
@ to 16° or Rough 


Celling or Flooring, B and Btr, 0 to 10’ 
B&éBtr. Cc D 
. 110.00 90.00 
115.00 110.00 90.00 
Discount on mouldings, 6’ to 20° odd 
lengths, 
Series 8,000 
Listing under 4,00—list plus 35%, 
Listing 4.00 and over—list plus 35% 


Clear Lattice, vee =x 1%"— to 18 
100 lin, ft -+++1 50 
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WESTERN PINES 
Ponderosa Pine 
5/4 ‘aw 


6/4 RW 8/4 ya 
265.00 270.0 


Selects 
25 or 48 4/4 RW 
C&Btr RL 260.00 
Shop, 828 
No. 2 
110.00 
110.00 
Commons, $2 or 48 
&Btr. 
1x8 RL 125.00 
1x12 RL ....125.00 
Idaho White Pine 
Selects S52 or 48 


No. 3 No. 4 
65.00-72 55-60 
66.00-73 65-6 


1x4 1x6 1x8 1x10 

C&Btr. RL 270.00 270.00 270.00 275.00 

D RL 230.00 230.00 230.00 245.0 

Commons, $2 or 48 
Vv 


0 


No. 1 Be 2 No. 3 
57. 45.00 100.00 
186.00 51.00 100.00 

Sugar Pine selene S82 or 4 


4RW 5/4 RW 


6/4 RW 
B&Btr. RL “765.00 ' 
Cc RL 


265.00 286.00 
260.00 275.00 280.00 
230.00 245.00 245.00 


No. 1 No.2 No.3 
152.00 122.00 80.00 
152.00 122.00 80.00 





Clear yas ax2y% sx Yx2 
Whit 2.06 orb) 
Red 187.00 
Sel, Plain 
White 168.00 145.00 160.00 
Red 176.00 150.00 160.00 
#1 Com. 
White 148.00 140.00 .... 
Red 153.00 130.00 140.00 125.00 
#2 Com, 
Pin. Wh 
& Red 


Yax lho 
170.00 155.00 
165.00 170.00 155.00 


145.00 
145.00 


hite 
100.00 70. J 60.00 


115.00 80.00 90.00 
F.0O.B. Memphis mills 





SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. Cc 
lx4 Heart 


Flat Grain Flooring 


Drop Siding 
1x6 (Pat. a0 6) ‘f 
1x6 (Pat. #116) 175. 


Boards & oo a 


Me. B c+ mi} 
No, 2 ...73.00 
No. 3 . 58.00 


No. 1 Dimension 
12° 14° 
2x 4 87.00 88.00 
2x 6 87.00 89.00 
2x 8 90.00 +0.00 
2x10 97.00 98.00 
2x12 107.00 107.00 


No. 2 Dimension 
2x 4 80.00 
2x 6 73.00 
2x 8 70.00 
2x10 86.00 
2x12 78.00 


No. 3 Dimension R/L Only 


REDWOOD 


Bevel Siding 
V.G. Clear All 


Clear 


Clear . 
V.G. Clear Heart... 


Note: A grade V.G. Redwood Siding 
$5.00 less for 4%, % and ¥% in above sizes. 


Anzac Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Hea 
Note: Deduct $15.00 for "A Grade. 


Finish 
ix 4 Clear Heart SiS 


Heart S45 
re Clear Heart S45 


e: A Grade 1x4, 1x6, 1x8 deduct 
S10, ofzio and 1x12 deduct 315. 





WESTERN HEMLOCK 


Vertical Grain — 


&Btr Cc 
1x4 ..- B50. 00 140.00 


Flat Grain Flooring 
x4 


Drop Siding 


1x6 (Pat. 
1x6 (Pat. 


Ceiling 


No. 
No. 
No. 


No. 1 Dimension 
12’ 14’ 
2x 4 68.00 68.00 
2x 6 68.00 69.00 
2x 8 70.00 70.00 
2x10 68.00 68.00 
2x12 68.00 68.00 68.00 74.00 


No. 2 Dimension 
2x 4 62.00 62.00 65.00 65.00 
2x 6 62.00 63.00 62.00 5. 65.00 
2x 8 64.00 64.00 62.00 5 2. 67.00 
2x10 62.00 64.00 62.00 67.00 
2x12 62.00 62.00 62.00 67.00 


No. 3 Dimension R/L Only 
a ae sis 2 so Hee 0d» Ga 
2x6. . eco snes 
2x 8 ; ai pia .. - 45.00 
SKEO 3. , ; 45.00 
Suid .. : jane 45.00 





ENGELMANN SPRUCE 


Boards and Shipiap (dry) 

1x6 1x8 1x10 1x12 
110.60 110.00 110.00 115.00 
69.00 71.00 70.00 71.00 


No, 2&Btr 
No. 3&Btr 


No. 1 Esimension 


12° 14’ 
2x 4 50 67.50 
2x 6 50 50 
2<10 50 .50 
.50 .50 
50 7.50 


wanna 
eso 


AAAANM 
-3-9-3-3-3 


No. 2 Dimension 


60.00 60.00 00 
60.50 60 50 00 
59.50 59.50 59.00 
6 250 60.00 


59.50 ‘50 660.00 64.50 


(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No, 2. Mills 
do not grade out No, 3 dimension sepa- 
rately as in fir.) 
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Announcing the 


POWRWORKER 25° 


Feature by feature, 
it’s engineered to meet 
your own handling requirements 


Detailed job-studies in 

customer plants, ware- 

houses and terminals dic- 

tated the features of the 

POWRWORKER “26”. 

No truck on the market 
today can match the POWRWORKER’S combi- 
nation of user-benefits: 


Maximum Manevverability— Only 26” longer 
than the load, the shortest standard truck on 
the market. 








ene0 100, ono. Light Weight—Completely fabricated construc- 
tion combines maximum strength with least 
weight. 



































Stability—Close-to-the-floor, low center of 
gravity 


® Great Efficiency—-Double reduction of spur 


gears gives maximum ton-miles at least power 
cost. 


Platform: 4000, Balanced Load Distribution—Double lift cylin- 
6080 fhe. enn. ders for smooth lifting and lowering. 


Safety— Deadman switch cuts power when brake 
is applied, handle automatically returns to 
brake-position. 

Stacker: 1500, 


2000, 2500. Easy to Service—All operating units accessible 
3000 Ibs. cap. 


without lifting or dismantling. Drive wheel tire 
is quickly demountable. 


We invite you to compare the 1954 POWR- 
WORKER with any truck on the market! For 
details, call your local Clark dealer, listed in the 
Yellow Pages. Or send the coupen for literature. 


Ask your Clark dealer about Clark’s low-cost 
( Pay-As-You-Go leasing plan. 





O Please send POWRWORKER Iitercture © Heve representative call 


POWRWORKER SECTION we 
Industrial Truck Division ase 
CLARK EQUIPMENT COMPANY ne 


oie te 




















SUILDING PropucTs MERCHANDISER (To obtain more data on advertised products see page 106) 





here’s why HASKO builds better 
— 


Quality means many things to as many different people 

. to Haskelite quality not only applies to the type of 

product we produce but to our method of operation, too! Our 
manufacturing facilities are modern, diversified and up-to- 

date. Our sales policy is consistent, backed by an 

aggressive advertising and sales program designed to help you 
sell your customers. Our line is complete, new jobber items 

are frequently added to meet the desires of your market. Our 
products are built to deliver dependable, trouble-free 
performance, which in the final analysis, is what you build your 
reputation upon. Quality to Haskelite includes maximum 
cooperation with you, our customers, just as you give maximum 
cooperation to your customers. Haskelite works to serve your 
best interests, because we know that the prosperity of any 
company is based upon the prosperity of the customers .it serves. 


Sawdust vats at the Marquetie, Michigan 
plant, tanks at Mobile plant logs are 
cooked to condition them before peeling 
on the veneer lathe. 


a 
‘eee Pp 
is - an 


_ 


ek Bn we 


- e 


- me ve 


After drying selected veneers are edge 
glued on automatic machinery like this at 

eons in Grand Rapids, Marquette and 
obile. 


At Marquette high grade veneers are pro- After cutting veneers are carefully dried 
duced. At these plants Hasko cuts 6 to 8 to assure stability during manufacture and 
million feet of veneer monthly. trouble-free performance on the job. 


Heat. and pressure uniformly applied as- Automatic belt sanders at Grand Rapids Safety packaged and loaded all Hasko 
sures - of all door parts with and Mobile bring out the beauty of the roducts are off to you and the potential 
presses like this in the Grand Rapids fine faces and provide the smooth surface ome owner. 

plant. for which Hasko doors are noted. 
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doors...and how! 


Veneer logs from Hasko forests in Canada, This view in the Mobile, Alabama plant - ++ to deliver fine veneers for Hasko 
southern United States and abroad are shows the log on the veneer lathe ready door panels. 
used in high quality Hasko doors. to roll... 


_ 


x 


Wis, 


: 


Even the inner ply material must be grad- Glue spreading by machine preparatory 
ed, selected and prepared for edge gluing 

to provide a sound backing for face 
veneers. 


++. and then the laid up plys of veneer 
to laying up multiply panels for Hasko 4 into giant presses such as this one at 
decor faces is an important, controlled op- arquetie..,. 
eration, 





HASKELITE MANUFACTURING CORP. 
GRAND RAPIDS 2, MICHIGAN 


Marquette, Michigan Mobile, Alabama 
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YOUR PROFIT-MAKING FORUM 


Important sales-booster 


No salesman can do his best work when he knocks 
himself out all day only to come home to an unapprecia- 
tive wife at night, who neither understands his work 
nor shares his problems. More and more, top-notch 
firms are recognizing this problem—and working out 
plans to win maximum cooperation among the wives 
of their salesmen, and minimize domestic upheavals 
and emotional upsets. 

Here are just a few of the practical ways you can 
help to increase understanding and cooperation on the 
Domestic Front, and make it easier for your salesmen 
to boost their sales consistently. 

Most wives have no idea what their husbands are 
up against during the day—and no idea of how much 
effort it takes to bring home the bacon. So why not 
plan a series of “Open House” meetings for wives of 
your staff members, and show them what an invaluable 
role their husbands play in your company and in the 
community? 

For instance, you might explain how their husbands 
have to adjust to many different kinds of personalities 
each day in order to bring home fatter commissions— 
and the many different kinds of knowledge your sales- 
men must have, and keep studying, in order to keep 
selling consistently. Also, explain what it takes to be 
an A-1 salesman, and the ways in which wives can help 
their husbands to advance and remain in top sales 
positions. 


... impressive results 


Here are some more good subjects for informal talks 
to wives. How a good salesman spends his day—the 
long hours of preparation that go into an important 
sale—and the way the rest of your staff backs your 
star salesmen. 

Feminine reaction to such meetings is usually one of 
fascination and astonishment, punctuated by comments 
like, “Why George never told me that!” or, “I had no 
idea my husband had to do all that.” Most important 
of all, wives exposed to such talks go home bursting 
with pride and much more sympathetic understanding 
of their husband’s job and company demands. 


+. 3-way payoff 


Here’s another excellent way you can get more “com- 
pany” wives to share the interests of their husbands 
and send them into the office raring to go, instead of 
headed for a big slump. Every three or four months. 
send the girls questionnaires on new products and 
plans, and company services to the public. 

First, because most people are delighted and fasci- 
nated that anyone wants their personal reactions 
automatically feel much more good will and interest 
in the company that feels their opinion is important. 
Second, invitations to help your organization in this 
way give company wives a much greater sense of “be- 
longing” and a greater interest in everything their 
husbands are selling. Help influence many of them to 
become greater assets instead of handicaps to their 
husband’s success. 

Third, feminine reaction to building products, plans 
and company services is increasingly important—and 
many good ideas can grow out of such questionnaires. 
Particularly if you ask questions such as, “What do 
you like best about these new wallpaper samples?” 
“What don’t you like about them?” Or “What is it you 
don’t understand about modernization financing?” 


By Norm Advertising, Inc. 
New York, N. Y. 


82 





... Short and sweet 


One of the smartest and easiest ways to insure star 
backing for your salesmen from the Home Team is to 
use this system. Whenever you write a letter or short 
memo to one of your salesmen complimenting him on 
his work, send a copy to his wife with a short friendly 
note saying you thought she would be pleased, too. 

His job will take on greater importance in her eyes. 
Result: she’ll start pulling with him instead of against 
him. She will also be as surprised and delighted as 
punch that you took the trouble to let her share in her 
hero’s success—will take a much more tolerant view of 
company’s demands. 

One word of caution though. Whether you're ex- 
plaining how your sales team works in a meeting, writ- 
ing to ask help with a questionnaire or enclosing a con- 
gratulatory note, remember this. Women, like children, 
distrust sophisticated patter. Are much more moved by 
deep sincerity and simple, direct explanations. 


...look mom — no hands!" 


Countless dollars are being lost almost daily because 
so many counter clerks have hands for only one cus- 
tomer. Yet these same stores are spending all kinds of 
money trying to boost store traffic. How can hard- 
working dealers remedy this situation? 

One of the best ways is to hold a special training 
clinic in your store dramatizing the importance of 
dividing attention and effort between customers. Most 
essential, demonstrate when sales people should divide 
their attention and when they should not. And also 
how they should divide their efforts and how they 
should not. 

For example, few things get any customer’s goat 
more than the counter clerk who concentrates his en- 
tire charm and effort on the obviously indecisive pros- 
pect, while five or six other people are clamoring for 
attention! Few efforts win greater customer apprecia- 
tion than salesmen with the courtesy, imagination and 
manual dexterity to serve several people at once. 

Practical demonstrations, in which sales people can 
see themselves as customers see them, have tremendous 
impact. Particularly when you stage them in the form 
of “audience participation” shows——first dramatizing 
typical examples of cow ter selling during rush hours— 
then asking your clerks to point out what they think is 
good or bad judgment and technique in each case dem- 
onstrated, and why. And after that, presenting your 
own reactions and “reasons why.” 

The more you encourage personnel to participate in 
such sessions and think things out for themselves in- 
stead of just listening, the deeper impression such 
training will make. “Audience participation” and group 
discussions also add much more interest to sales train- 
ing sessions. 
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Latex-Base Wall Paint 


A new type of latex-based wall 
paint with the registered trade 
name Color-Spree is announced. 
Color-Spree can be washed with 
clear water after 24 hours and it 
can be scrubbed after 30 days. In 
use it has real body and the feel and 
appearance of conventional oil type 
wall paints, rather than being thin 
and watery, states the manufact- 
urer. 

Color-Spree comes in pastel and 
medium-deep colors and is said to 
have good color retention. It is ap- 
plied with either a brush or roller. 

Kyanize Paints, Inc. are provid- 
ing their dealers with color cards 
on Color-Spree showing the full 
range of ready-mixed pastel and 
medium colors as well as additional 
shades obtained by simple inter- 
mixes. Kyanize Paints, Inc., Dept. 
AL, Everett, Mass. 


For more data circle No. 1 on coupon, p. 106 


Contour Awnings and Canopy 


The Contour awning and canopy 
to match is the latest design to be 
introduced by the Fawsco Manu- 
facturing Division. These sturdy 
all-aluminum awnings and canopy 
are easy to install, give a finished 
new look to any home, and provide 
year-round weather protection. 
Both have baked enamel finish in 
solid green, red, or blue with white 
trim. The Contour awning comes 
in 30, 36, 42, 54, or 60-inch widths, 
while the canopy is 13” high, ex- 
tends 31” in 48, 54, or 60-inch 
widths. Shipped with hardware and 
complete instructions. Fawsco Man- 
ufacturing Division, Dept. AL, Cuy- 
ahoga Falls, Ohio. 


For more data circle No. 2 on coupon, p. 106 
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Power Tool Shop 


Requiring less than 214 square 
feet of wall space, the Drill Board 
has a 414” deep shelf which per- 
mits it to stand upright by itself 
in addition to hanging on the wall. 
Correct holders for each item keep 
them in order. The power unit for 
this electric workshop is a Black 
& Decker Utility 1,” Drill. Acces- 
sories include a 44,” masonry drill 
bit, 3 wood augers (%.”, 4%” and 
52”), countersink, 7 twist drill bits 
(from 1/16” to 4%”), paint mixer, 
molded rubber backing pad, 8 sand- 
ing discs, lambswool bonnet, can 
of electric wax, wheel arbor, 3” 
grinding wheel, 4” wire wheel 
brush, and a 652-page booklet, 
“Handy Tips for Handy Men.” The 
new 1,” Electric Drill Board meas- 
ures 16” high by 24” wide. Black 
& Decker Mfg. Co., Dept. AL, Tow- 
son 4, Md. 


For more data circle No. 3 on coupon, p. 106 


Liquid Leveling Instrument 


A new, improved liquid level 
called Q-Level is designed for one- 
man handling. The liquid leveling 
instrument consists of three parts: 
a transparent plastic jug to hold 
the liquid, a forty-foot rubber hose, 
and a sighting tube. The plastic 
jug features brackets which enable 
the user to place it on dressed one 
and two-inch lumber, as well as nail 
it to a stake or wall. Levels are read 
through the sighting tube. Handy 
Products Co., Dept. AL, Box 269, 
Coos Bay, Ore. 


For more data circle No. 4 on coupon, p. 106 


Slider Window 


Per-Fit Products Corporation 
announces a new slider window. 
The basic details of the operating 
and weathering parts are identical 
in both the No. 300 exterior trim 
frame and the No. 500 job condi- 
tion frame. The No. 300 frame per- 
mits the details of the interior re- 
turns to be left to the choice of 
the architect, builder or owner. 
The No. 500 frame provides means 
of using a satin-finish extruded 
aluminum interior return and cas- 
ing. Adjustable nailing fins on the 
No. 500 job condition frame permit 
simple on-the-job adjustments of 
the new window to within 1/32” 
of varying through-wall thick- 
nesses from 434” to 534” from face 
of exterior sheathing to face of in- 
terior finished surface. The No. 500 
job condition package is complete 
with extruded aluminum interior 
trim. Both frames have integral 
exterior trim. Per-Fit Products 
Corp., Dept. AL., 1200 East 52nd 
St., Indianapolis 5, Ind. 


For more data circle No. 5 on coupon, p. 106 


New Ventilator 


The new Trade-Wind Jet Stream 
Ventilator develops 300 CFM and 
presents an entirely new approach 
in styling. The deep intake scrol] 
is 11” in diameter. The Jet Stream 
housing measures only 5%” high 
permitting installation in limited 
joist space. Due to the straight- 
through air flow of the axial de- 
siga, the fan offers the further ad- 
vantage of eliminating elbows in 
the duct work for vertical instal- 
lations. Mounting bars make it 
easy to nail the unit in place. Elec- 
trical work also is simplified as the 
conduit box is fully exposed. Trade- 
Wind Motorfans, Inc., Dept. AL, 
5725 S. Main St., Los Angeles 37, 
Calif. 

For more data circle No. 6 on coupon, p. 106 
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NEW PRODUCTS 


(begins on page 83) 





Insulation Tape 


A new anti-sweat insulation tape 
has been developed by Presstite 
Engineering Co. Known as Press- 
tite No. 165 Insulation Tape, the 
material is a black, rubbery tape 
composed of a rubberized asphalt, 
cork and asbestos. It is non-vola- 
tile, odorless, highly resistant to 
water, and has excellent adhesion 
to surfaces such as glass or metal. 
The tape retains its flexibilty, ad- 
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reasons why 


hesion and cohesion at tempera- 
tures as high as 158°F. and as low 
as —20°F. It can be furnished in 
sizes 44” thick by 1”, to 7” wide, 
and is packed flat or in easy-to-use 
rolls. Presstite Engineering Co., 
Dept. AL, 3798 Chouteau Ave., St. 
Louis 10, Mo. 


For more data circle No. 7 on coupon, p. 106 


New Glue Packaging 


Elmer’s Glue-All, an adaptable 
polyvinyl resin glue popular in the 
“do-it-yourself” market, will be 
available nationally in a handy 
8-0z. squeeze bottle by mid-March. 
Featuring a handy easy-applicator 





they'll make you more profits 


1. GUARANTEE OF QUALITY — You can sell them with confidence to 
customers who need rules that will stand up on the job. They are the 
most durable — made of only the finest straight-grained hardwood sec- 


tions; 


the snow-white enamel finish is coated with tough, clear plastic 
to give longest wear; brass strike plates prevent wear. 


Check this feature 


— the bold easy-to-read figures and graduations are embedded right 


into the wood! 


Accuracy is maintained because the brass joints are 


298 


132-138 Lafayette Street, New York City > 
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triple-locking and double-attached to the rule — eliminating end play. 
Highest standards are maintained by careful inspection at every phase 
of manufacture. The rules ‘with the bright red ends" are known as 
their own guarantee of quality. 


2. NATIONAL ADVERTISING DIRECTS BUYERS TO YOUR STORE in a 
program equalled by no other manufacturer in the field. Over 30 millions 
of consumer ads are combined with carefully selected trade paper adver- 
tising to increase your sales. 


3. CUSTOMERS WHO SEE ARE CUSTOMERS WHO 
BUY — This heavy glass modern merchandising unit 
makes a permanent, attractive addition to your store 
—~- and increases your sales. It can be placed on the 
counter, in the window, or hung on the wall. Available 
in regular reading or flat reading assortments. You 
buy only a fast-selling assortment of 2-dozen rules 
and receive an outstanding salesbuilder free. 


SELL [UEKIN TAPES @ RULES @ 


PRECISION TOOLS 


AVAILABLE FROM YOUR HARDWARE JOBBER 


THE LUFKIN RULE CO., Saginaw, Michigan 


(Teo obtain more data on advertised products see page 106) 


Barrie, Ontario 


March 





,” 


22, 1954, AMERICAN 


top with flow control, the new size 
package supplements the 11,-oz. 
plastic squeeze bottle which was 
introduced nationally in Decem- 
ber. A white liquid adhesive, it 
dries as a tough, colorless film. It 
is specifically designed for house- 
hold repair jobs. Chemical Divi- 
sion, Borden Company, Dept. AL, 
jg aac Ave., New York 17, 


For more data circle No. 8 on coupon, p. 106 


Revolving Parts Bin 


A new revolving parts bin called 
Spin-A-Bin is made in two sizes of 
heavy welded steel construction. 
Available in a four tier size with 20 
divided sections and a three tier 
size with 15 divided sections. The 
4 tier bin weighs 10 lbs., and mea- 
sures 181,” high by 1214” in dia- 
meter and retails for $10.95. The 3 
tier bin weighs 9 lbs., and measures 
144,” high by 1214” in diameter 
and retails for $8.95. The easy 
working ball bearing revolving 
mechanism makes all divided sec- 
tions quickly and easily accessible. 
Walker Bag Co., Dept. AL, 1505 
Broadway, Cleveland, Ohio. 


For more data circle No. 9 on coupon, p. 106 


Bookkeeping Machine 


A low-cost bookkeeping machine 
called the 158, is expected to ac- 
celerate the current trend toward 
mechanization of smaller offices. A 
front-feed carriage makes possible 
the printing of statement, ledger, 
and journal records all at once. 
The control bar automatically 
causes the machine to add and sub- 
tract in the proper columns and 
print the date and reference num- 
ber in the right place. Once the 
machine has been set for a particu- 
lar application, all the operator 
has to learn is how to insert the 
forms and how to make the simple 
bookkeeping entries. National Cash 
Register Co., Dept. AL, Dayton 9, 
Ohio. 


For more data circle No. 10 on coupon, p. 106 
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“| want to buy some sheets of St. Regis Panelyte!”” 








“| want you to apply it for me!” 




















YOUR MARKET IS 3 TIMES AS BIG 


... Now you can sell this plastic product 3 different ways! 


— what the “do-it-yourself” boom has 


done for lumber yards! 


First, it brought in a lot of home-owners 
looking for St. Regis Panelyte in the easy-to- 
install ONE-TENTH-INCH thickness. That has 
meant growing over-the-counter sales. 


Second, many Saturday-morning-carpenters 
have sold themselves on asking a “pro” like 
yourself to install St. Regis Panelyte for him. 
That stepped up on-the-job sales of the 1/10” 
thickness. Now becoming more popular daily. 


Third, many lumber yards that had their 
own shops went out and asked for business 
and got it. They know St. Regis Panelyte shows 
a nice profit on shop-made installations of 1/16”. 


New national advertising is intensively de- 
veloping this 3-way market for dealers who 
handle St. Regis Panelyte. There’s business to 
be gotten by going after it . . . with the smart 
designs and colors of durable Panelyte. 


Send us the coupon—we'll set you up with 
St. Regis Panelyte. 


St Regis PANELY TE 


In 1/10” thickness for the “do-it-yourself” home-owner and on-the-job professional installer. 
In 1/16” thickness for shop fabrication. 


COMPLETE SALES PROMOTION KIT NOW READY FOR THE DEALER WHO WANTS 


TO SAY "SUY PANELYTE FROM ME!" Send coupon today. 


Propucts MERCHANDISER 
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“| want you to build it for me!” 





NEW PRODUCTS 


(begins on page 83) 





Plane Unit 


For irha Hardware Week, Stan- 
ley Tools, New Britain, Conn. is 
offering a new H6 Plane Unit made 
up of six Stanley Handyman planes 
(jack, smooth and block). Bottoms 
of all planes are grey with con- 
trasting red trim. Jack Planes re- 
tail at $4.89 each, smooth planes 
at $4.19 each, the adjustable block 
plane at $2.19 each and the H1247 
Block Plane at $1.59 each. H6 
Plane Unit consists of two No. 
H1204, one No. H1205, two No. 
H1247 and one No. H1220 with in- 
dividual price cards. Stanley Tools, 
Dept. AL, New Britain, Conn. 


For more data circle Na, 11 on coupon, p. 106 


Bantam Weathervane 


A miniature Bantam Weather- 
vane with a tiny colorful rooster is 
now in production. It was primarily 
designed for weathervanes but can 
be used indoors for knick-knack 
shelves, mantels, on rustic wells and 
set in a cork on antique jugs or 
glass. It is cast of quality zinc 
alloy; measures nine inches from 
the comb to the base of the white, 
wood cupola, and is black with var- 
iations and assortment of gold, 
red, black and white roosters. Ear] 
Products Company, Dept. AL, P.O. 
Box 363, Southington, Conn. 


For more data circle No. 12 on coupon, p. 106 


Carpenter's Tape 


A tape that shortens time in- 
volved in locating studs, joists and 
rafters is laid lengthwise on the 
plate. It sticks in place and is im- 
printed every 16 inches to mark the 
on-center position. The tape is ap- 
plied with a special hand dispenser 
that automatically unrolls it and 
presses it down in a straight line or 
it may be applied by hand. It sticks 
to wood or metal immediately upon 
contact, without moistening. Fifty- 
foot samples of the tape—‘Scotch” 
brand carpenter’s tape—are avail- 
able free from the manufacturer. 
Minnesota Mining and Manufactur- 
ing Co., Dept. AL, 900 Fauquier 
Street, St. Paul 6, Minn. 


For more data circle No. 13 on coupon, p. 106 
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Sell the COMPLETE LINE of 


WHOLESALE 
REDWOOD_ DISTRIBUTORS 


Hobbs Wall have been shipping 


Redwood lumber to retail 


Majestic . 
OTOP Th I OLU stag 


itdiilaahicles 


Dealers since 1865 
3 Models of New, 
Outstanding Design 
Basement Styled Units 
“ (priced for quick sales) 
7 Designs for More 
Convenient Living 


Majestic Incinerators are 
the most complete line of 
home disposal units. Six 
models, each featuring 
Majestic’s patented down- 
draft, provide incinefation 
for every home at economi- 
cal price levels. Exclusive Jet-Air action and internal 
draft control on Majestic’s new Model 10 series offer 
unique sales and safety features. Add this profit- 
making line to your business! Your jobber can give 
you prices and additional details, or write Majestic 
or your supplier's name and address. 


The Majestic Co., Inc. 


303-A Erie Street Huntington, Indiana 


Kiln-Dried Finish ©@ Sidings @ Truck and Rail Shipments 


Exclusive Distributors For 


WILLETS REDWOOD PRODU °TS CO. 


Member California Redwood Association 


HOBBS WALL 
LUMBER CO. 


405 Montgomery Street © San Francisco, California 
GArfield 1-7752 
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There’s Real Profit Selling 
PLASTEX 


... because more 

and more builders 

are installing it! 
PLAST Ey — 


Builders everywhere are 

taking to PLASTEX Measure Marked 

PIPE. It’s light, flexible, easy to install . 

saves time and labor on well piping, lead-in lines, 
underground distribution, drainage or conduit. 
PLASTEX Measure Marked PIPE gives homes an 
extra selling feature because it’s guaranteed against 
rust, rot, corrosion , carries more water than 


ordinary pipe. 

Start selling PLASTEX now — the pipe with the 
plus features! Exclusive, permanent brand measure- 
mark every 10 feet for easy, accurate measuring 
when making sales or on the job. Every foot of 
PLASTEX Measure Marked PIPE ant for 


PURITY, PERFEC- pila i$ a ¥8 X 


TION and PERMA- 
CcCOMPAN Y 


NENCE. Ask your 
jobber or write today, 406 Mt. Vernon Ave., Columbus 5, Ohio 


Convenient-New 
DISPENSEREEL 


Holds giant 600’ coil. . . 
makes stocking, display- 
ing and cutting quick 
and easy. Get this com- 
pact, attractive sales pro- 
moter from your jobber. 


PLASTEX — Nationally Advertised and Distributed 


3UILDING 
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YOU CAN HELP BUILDERS 


Save 4 ways 


with Champion Quality 


HA VE ROLLING DOOR 
HARDWARE 


Challenger Series! 





: . ALUMINUM Track ; 

3 —no Rusting! P| 
Oilite Bearings 
—no Maintenance! 
Nylon Rollers ; 
—no Uneven Wear! 

V-groove Track 

—no “Chattering”! 























Save 
MATERIALS 


i] f 
Ne 


Low-cost optional Facia Strip 
eliminates need for trim! 


Convenient, complete Packaged Set, 
hardware and $ 70 

track, only 
for 2 ft. pe Latha 


i Pre 





HOMESAIELD 
PRODUCT 


3 models of the Challenger Series meet a// your needs 
for rolling doors up to 70 Ibs. For finest quality instal- 
lations up to 100 lbs., ask for the Champion Series. 
For doors up to 200 lbs. ., the Har-Vey Heavyweight. 


Get ALL the profit-building facts. See your jobber or write Dept. 
AMERICAN SCREEN PRODUCTS CO. 
(formerly Metal Products Corp.) 


807 N.W. 20th St., Miemi, Florida 


Western Div. (Calmetes) Me. Temple City Bivé., El Mente, Calif. 
Mid-West Div. (Plymoeth Metal Predests) - 505 W. Harrison, Plymesth, lndiona 
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SASH BALANCE 
and 
WEATHERSTRIP 


Packaged For 
SINGLE UNIT SALES! 


For volume sales in the expanding ‘Do-it- 
yourself’ market! Packaged in single-window 
units, in representative sizes. Compact, clear- 
ly-marked, single-unit kits” are easy to store 
and handle. Nothing to cut, trim or measure. 
The ideal “over-the-counter” sales unit. Also 
available — fast-moving, single-unit kits to 
weatherstrip doors. 


Tops in Operation { 


Smooth, positive action. Accurate balance. 
Finger-tip control, plus the perfect seal 
against draft, dust, moisture. No wood-to- 
wood contact. Prevents sticking windows and 
window rattle. Permits removal of old-fash- 
ioned sash weights, and insulation of mullions. 


Simple Tustallation! 


Any home owner can easily install his own! 
Installers cash in, too! No high-priced, skilled 
labor needed. One man can easily install 30 
windows or more, in only eight hours! 


Efficient * Low Cost 
For Old or New Building 


Since 1946! The Milwaukee Combination 
can't be beat for lifetime efficiency, com- 
bined with low cost of materials and extreme 
ease of installation! Ideal for the installer! 
Ideal for the fit windows. Ideal for over-the- 
counter sales to “do-it-yourself home own- 
ers! It will PAY YOU to write for information! 


MAIL THIS COUPON TODAY! 


Milwaukee Strip Service, Inc. Dept. AL 
4621 West Lisbon Avenue 

Milwaukee 8, Wisconsin 

Please rush me folder and price list of 
Milwaukee Combination Sash Balance and 
Weatherstrip 

Name 

Address 


Zone... State 
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NEW PRODUCTS 


(begins on page 83) 





Hand Wrought Foot Scrapers 

Pare Products are introducing 
hand wrought reproductions of 
early American foot scrapers. Two 
finishes are available, forge black 
or antique. An original reproduc- 
tion of a scraper used by George 
Washington is seven inches wide 
and 8'%” high. Various patterns 
and price list are furnished by the 
manufacturer. Pare Products, Dept. 
a 475 Fifth Ave., New York 17, 
a 


For more data circle No. 14 on coupon, p. 106 


Masonry Saw 


A new DI-MET Masonry Saw 
operates either wet or dry and uses 
either diamond abrasive blades or 
ordinary abrasive cut-off wheels. It 
performs all types of operations 
such as step cutting, through cut- 
ting, skew cutting and angle cut- 
ting. All adjustments are made 
from the operating position. The 
head rises to any necessary height 
on two telescoping standards located 
at the rear of the machine. It is 
mechanically lifted trom the front 
by a series of pumps on the foot 
pedal. An electric pump supplies 
coolant to the blade for wet cutting. 
Since it is direct-driven and totally 
independent from the blade power 
supply, no belts need be removed 
when dry cutting. Motor is 1% 
horsepower and operates on both 
110-220 volts. Felker Manufactur- 
ing Co., Dept. AL, Torrance, Calif. 

For more data circle No. 15 on coupon, p. 106 
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March 22, 


What's YOUR Answer? 


The American public expects— 
and in fact demands—the right to 
buy on time. Thinking dealers 
know that this attitude is not lim- 
ited to the purchase of automobiles 
and furniture but reaches into 
the realm of new homes and re- 
modeling jobs. American Lumber- 
man consistently brings you the 
latest facts on how successful 
building materials dealers are han- 
dling installment sales. This issue 
contains an account of the mul- 
tiple time payment plans offered 
to customers by the DeVille Lum- 
ber Co. Subsequent issues will 
give you fact-packed features on 
the installment sales plans of 
equally successful dealers. Can 
you afford to overlook your bi- 
weekly copies of the American 
Lumberman? 


What’s YOUR Score? 
9 to 10 correct: Excellent! 
8 or 9: Good. 
7 or 8: Fair. 


1. Dollar-sign-decorated doors 
grow on a tree in an ad by what 
flush door manufacturer? 


2. The story on Master Mer- 
chant Paul V. DeVille discusses 
four phases of the DeVille Lum- 
ber Company’s operations. Can 
you name two? 


8. What firm offers you free 
screen door closers and catches? 


4. How much did the George H. 
Worch Lumber Co. save annually 
after installing governors on ten 
trucks? 


5. Who makes “Grip” water- 
proof cement for bonding plastic 
laminates? 


6. How can you as a dealer help 
the Lumber Dealers Research 
Council, sponsors of the Lu-Re-Co 
panel construction system? 


7. What firm 
brushes with the 
ploded-tip bristles? 


makes paint 
Multiflag ex- 


8. How did the Sawyers Lum- 
ber Co., Worcester, Mass., go after 
do-it-yourself business and_ still 
stay on the friendly side of their 
contractors? 


9. A photograph and cut-a-way 
drawing of a fireplace are featured 
in an ad by what fireplace unit 
manufacturer? 


10. An article entitled “Farm 
Remodeling Offers Big Materials 
Market” tells you how many farm 
families will remodel this year 
compared to the families that will 
build new farm houses. Can you 
name the ratio? 


Answers on page 92. 
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% DESIGNED 
% DEVELOPED 
% ENGINEERED 


EXCLUSIVELY for LUMBER JOBBERS, 
Distributors and Their Retailers 





a the Winter Seal 
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Compeore These Features of cur Extruded Aluminum “MONARCH” Door 


New extruded plastic Jamb Cushion—kitten 7 | Block Moderne Kick Plate is smart and high- 
quiet draft tight seal styled 


trol, easy operation screen inserts 


corners 


Extra strong and rigid—heavy die-cast | Packaged as a unit. Easy installation instruc- 
tions with every door 


df New Patented Latch for feather touch con- of compet with all hardware — storm and 


3 full-morticed, stainless steel, “piano type" / Made by the makers of fine Aluminum Com- 


concealed hinges—no stick or seg bination Windows, Casements, etc. 


FLASH! Lumber Jobbers—erclusive teri itories available! Cortact— 


l 
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TELEPHONE VErmont 8-7500 14575 MEYERS ROAD DETROIT 27, MICHIGAN 


BUILDING PropucTs MERCHANDISER 














NEW PRODUCTS 


(begins on page 83) 





New Glue Applicator 


A handy new, unbreakable plastic 
dispensing tool for glue is now be- 
ing marketed. Wilhold Glu-Bird is 
a refillable plastic squeeze bottle 
with a bird-bill like spout that ap- 
plies and spreads glue without a 
drop touching the hands. Wilhold 
Glu-Bird is made in two sizes and 
ruggedly constructed. The four oz. 
Jr. sells for $1.00. The 61% oz. pro- 
fessional size is priced at $1.25. 
Wilhold Glue is an immaculately 
clean, odorless liquid white glue 
that dries colorless and stainless. 
Acorn Adhesives, Inc., Dept. AL, 
5733 West Lake St., Chicago 44, IIl. 


For more data circle No. 16 on coupon, p. 106 





Packaged Ornamental Iron 


Portico of America, Inc. is dis- 
tributing a packaged ornamental 
iron porch, patio and car port. A 
variety of designs in cast and 
wrought ornamental iron columns 
and brackets is offered by the com- 
pany. Following selection of the 
design by the home owner, the 
franchiser prefabricates at his 
plant the small amount of neces- 
sary millwork and roof for the 
porch, patio or car port. Assembly 
is made at the site in a matter of a 
few hours. Portico of America, 
Inc., Dept. AL, 1515 Lathan St., 
Memphis, Tenn. 


For more data circle No. 17 on coupon, p. 106 


Sliding Closet Doors 


Steelecraft Spacemaker steel slid- 
ing closet doors are made of 20 
gauge stretcher leveled, furniture 
grade, cold rolled steel. Each unit 
consists of two flush panels on all 
four edges and reinforced with spot 
welded stiffeners for rigidity. All 
hardware is included. All steel parts 
are Bonderized and given a prime 
coat of paint, baked on. Birch grain 
finish is also available. The Space- 
maker Closet door is packed in one 
carton. Casing is shipped as a com- 
plete one-piece assembly. Steelcraft 
Manufacturing Company, Dept. AL, 
Rossmoyne, Ohio. 

For more data circle No. 18 on coupon, p. 106 
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To Carry LONG LUMBER 
and LADDERS safely... 


SIDALONG CARRIERS 





100% 


Kiln Dried 


100% 


Stored Under Cover 


Arkansas 


en Shortleaf 


Famous for Soft Texture 
Lightweight—Easy to Handle 
Nice to Work 


Dresses Smooth 


Put the load on the side of your car—easy to load— 
to remove—to carry. No ropes—no straining of top. 
Just hook steel bracket into window slot of car—suc- 
tion cups cushion and hold carrier securely—Protects 
car perfectly. Instantly put on or off. 

For jobbing work or repairs SIDALONG 

CARRIERS are a ‘‘must’’ to carry lumber, 

ladders, pipe, conduit, etc. up to 20° long. 
Saves time—saves money—cuts delivery cost— as 
lasts for years. Light—strong. List price only..... $4 

Supply dealers, write for discounts. 


ACME METAL PRODUCTS 


1807 East 79th St. Chicago 49, Ill. 


. Takes Any Finish 
100 % Easy to Nail 


Loaded Under Cover 


Uniform Quality 


Properly Seasoned 
—Sawing Wood 


Since 1891— Dependable Grades 











oy 4 \ Bat). |:)7 aeor 


Prescott, Arkansas 
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surface of aluminum channels. 


Model 1800 Model 1820 
Unlighted Overhead Lighting 


ness, and long-life construction are the keynotes 


of National Steel's new line of sliding door 


cabinets. Features include chrome exterior, 


High styling, finger-tip convenience, spacious 


plate glass mirrors framed individually in stain- 


less steel—gliding 0 special nylon bearing 


The case is deep drawn—one piece for long- 


life. Many other features make this an attrac: 
tive cabinet for all builders and dealers. The 
model shown above is Model 1810 side lighted 


with two 14-watt fluorescent bulbs, switch and 


plug are standard. 


FREE—vispley for in- 


ales, selling with 
by 


sliding door cabinets this 
display stand for use on 
counter—oFr wall. 
Call DISPLAY 
Tex 
as 4-8008 _— FOR COUNTER 


1010) 


WISCONSIN DOOR Co 


Lyndon A 
te Detroit ss, Mich é NATIONAL STEEL 


B ILDIN¢ KU { bs) ITSER 
‘ TANI 
) I ) I RC} i 


(To obtai 
in more d 
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5S see page 10 
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NEW PRODUCTS 
(begins on page 83) 





Odorless Fiat Wall Paint 


An odorless flat wall paint con- 
taining alkyds and thermolyzed 
oils, called Liquid Velvet Alki- 
Therm, is being produced by the 
O’Brien Corporation. The new 
paint has an alkyd resin base 
which gives it a hard finish. The 
alkyds are combined with thermo- 
lyzed oils made by a patented 
O’Brien process. Substituting odor- 
less solvents for regular mineral 
spirits avoids the often irritating 
fumes. 

Twenty-five standard colors are 

now under production, including 
THOM ASON! ten deep tones and fifteen pastel 
tints. A system of intermixes using 
° combinations of only two of the 
Give Your Customers standard colors results in a total 
of ninety-five additional colors. 
Plus let-downs, or additions of 
white, in the ten deep colors, the 
new line will have a total of 175 
colors, all named to tie-in with the 
latest in fashion design. O’Brien 
—- Dept. AL, South Bend, 
nd. 


For more data circle No. 19 on coupon, p. 106 
(or more) 


: (continued on page 94) 
Beautiful Face Veneers ie 


from which to choose What’s YOUR Answer? 
Stop! Read questions on page 88 
But only ONE high-quality. That’s 


1. General Plywood Corp., mak- 
right...the dealer who sells ona a an age wal age ga 
THOMASON Flush Doors (hollow sop sy ac rari ae 
or solid core) is able to meet the zs (1) pony aren see 14 
: salesmen, nancing plans, (3 
requirements of more and better basement home completion plan, 
customers. and (4) convenience outlet store. 
The informative article on Master 
Merchant Paul DeVille starts on 
page 30. 
3. Yale & Towne whose adver- 
tisement appears on pages 22-23. 
4. $3,000. Be sure to read this 
article which describes a good 
method to substantially reduce 
Remember: “she truck maintenance costs. Page 38. 
THOMASON line 5. Royal Sales and Manufactur- 
k deste ing Co. Ad appears on page 24. 
eps eesign sm 6. By joining. The complete 
mind”... and you'll facts on the Lumber Dealers Re- 
sell more Flush Doors. search Council appear in an ex- 
clusive feature on page 56. 
7. Wooster Brush Co. Ad is on 
page 63. 
8. They —_ geen or wang 
customers a letter explaining the 
THOMASON FLUSH DOORS ARE do-it-yourself trend and how it 
SOLD ONLY THROUGH DISTRIBUTORS could help both contractors and 
; dealers. Article is on page 42. 
Write for name and address of 9. Denley Brothers = makers 
of the Heatsaver unit. Ad ap- 
pears on page 93. 
10. For every new farm house 
THOMASON FLUSH DOORS — weet he - wer teage This 
article—whic escri ow to 
THOMASON PLYWOOD CORPORATION increase your farm sales and prof- 
its—starts on page 60. 





the distributor in your area. 





Fayetteville « North Carolina 
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There is a Market in 
Your Community for this 
BETTER Fireplace Unit 


lf you are selling the Heatsaver just as a fireplace, you 
are cheating yourself out of sales. . . . The Heatsaver 
is a jwnior heating plant, sufficient to keep the whole 
home warm in the case of a small home. . . or a large 
home in seasons of moderate cold . . . or any home 
in the country’s milder zones. It gives greater heat 
delivery because (a) air is circulated around the upper 
surfaces, nearly doubling the convection area, (b) dis- 
tinctive duct design draws air through hottest portion Charts ahah 
just above throat, (c) baffle sheets aid in heating cir- 

culated air, (d) convenient installation. No supple- open fireplace 
mentary insulation required. Long dependable service 
is assured. Surfaces in contact with the flame are all 
heavy steel plates, 4 or Ye inch according to location. 
Donley Poker Control Damper is integral. Make sure 
your Donley Catalog is the latest. 


THE DONLEY BROTHERS COMPANY 


13928 Miles Avenue, Cleveland 5, Ohio 


pontey HEATSAVER Fireplace 


Efficiency of a 





small furnace 





























| HOW TO BUILD MORE 
_SALEABLE SPACE INTO HOMES 


Write today for 
FREE 
BESSLER 
CATALOG 
showing how 
easily and 
economically 





you can use 
BESSLER 


ae een , | DISAPPEARING 
IN FLOORING ’ — " | STAIRWAYS 

Specify “Mt. Vernon” brand and be sure of satisfying your od ut Fe m4 (7 Models) 

customers. Top quality timber and careful kiln drying, manu- | : on 4 

facturing and grading give you a No. | buy for beauty Fs teiyts aie —— to assure more 


ee ALSO cubic feet per 
BAND SAWN HARDWOODS IMMEDIATE building dollar! 


Latest equipment: dry kilns, planing mill and 


flooring plant DELIVERY 


Send Us Your Inquiries we 


assured on all models! 
MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabama 


THE BESSLER DISAPPEARING STAIRWAY CO. 
1900-B East Market Street, Akron 5, Ohio 
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NEW PRODUCTS 


(begins on page 83) 





Jumbo Mohair Roller 


A new Jumbo Mohair Roller de- 
signed for speedier rolling and 
suited for applying rubber-base 
paint and enamels, has been an- 
nounced by E Z Paintr Corp. The 
Jumbo Mohair Roller is seven 
inches long, with a 2!4-inch diame- 
ter fibre core, tin end caps and 
plated bearings. The Jumbo Mo- 
hair Roller is especially recom- 
mended by the manufacturer for 
applying all types of enamel, 
whether high gloss, semi-gloss or 
flat. Mohair does not produce a 
stipple effect with enamels, as 
longer length cover fibres do. E Z 
Paintr Corp., Dept. AL, Milwau- 
kee 7, Wis. 


For more data circle No. 20 on coupon, p. 106 


Portable Metal Band Saw 


The new Model 524 Porta-Band 
Saw weighs only 16 lbs., and is said 
to be the only metal-cutting saw 
ever made that is fast and light 
enough to be used free-hand in any 
position. The 524 with a stock- 
cutting capacity up to 344” by 41,” 
is equal to a large hack saw. 
Equipped with a powerful motor, 
the entire machine is only 714” 
high, 74%” wide and 191%” long. 
The housing is rugged die-cast satin 
finished aluminum. All shafts pass- 
ing into and out of the gear housing 
are protected by leather and neo- 
prene seals. The motor is Universal 
115-volt AC controlled by a trigger 
switch located in a loop handle and 
equipped with a built-in 10 foot 
electric cord. Porter-Cable Machine 
Co., Dept. AL, 33 Exchange St., 
Syracuse 8, N. Y. 


For more data circle No. 21 om coupon, p. 106 


Slant Roof Ventilator 


A new large size Slant Roof at- 
tic ventilator with 120 square 
inches of air opening is low in 
height to provide an inconspicu- 
ous appearance on the roof. De- 
signed to fit shingled roofs of any 
pitch, the ventilator is’ flanged, 
baffled and screened to make an 
easy installation that is weather- 
tight and insectproof. In addition 
to the 3” flashing all around, it has 
a narrow auxiliary over-flashing 
or drip cap at the bottom of the 
opening which is forced down over 
the shingle ends, assuring a weath- 
ertight seal. Designated as the SR 
40-3 series, the new ventilator is 
made in 26 gauge galvanized steel, 
.025” aluminum, and 16 oz. copper. 
Leslie Welding Co., Inc., Dept. AL, 
2943 Carroll Ave., Chicago 12, IIl. 

For more data circle No. 22 on coupon, p. 106 


(continued on page 96) 


Wrong in Principle 


“Public housing is wrong in 
principle. Shouldn’t the govern- 
ment take a stand against it?’’— 
J. Francis Smith, president, J. E. 
Smith & Co., Waterbury, Conn. 








CONVEY IT... 


LOWER COST HANDLING 


FOR FASTER 


STANDARD CONVEYOR CO. 
General Offices 
Nerth St. Paul, Minnesota 


Sales and Service in 


Principal Cities 





Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 
No. AL-34, 





RAVITY & POWER 
CONVEYORS 





S. PARKE 
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HARDWARE 
27 LUDLOW STREET - | 


March 22, 


for the “DO IT 


YOURSELF” market... 


“PARKER” ADJUSTABLE SHELF STAND- 
ARDS and brackets for a thousand and 
one uses . . . Book shelves * Cupboards 
* Stockrooms * Store fixtures « Linen 
closets * Medicine chests * China closets, 
efe., efc.... 


“PARKER” ADJUSTABLE 
SHELF STANDARDS are easily 
and quickly installed. Brackets 
snap in and out easily and re- 
quire no tools. Shelves can be 
raised or lowered instantly as 
required. Alternate slots are 
numbered for easy lining up 
of shelves. 


Made of heavy gauge steel, 
electro plated rust- resistant 
finish. Made in 12 ft. lengths. 
Can be furnished in any length 
to order. LOW IN COST. 

Immediate shipment 
from stock! 


Are you on our mailing list? \ 


MFG. CORP 


f { 


F 


NEW YORK 2. N.Y. «+ Phone WA/ker 56300 
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Reasons Why You Should 
SELL 


Pittsburgh Red Stripe 
Brushes! 


1. Best Hogs’ Bristle Obtainable! Fine hogs’ bristle 
is hard to get now-a-days, but Pittsburgh’s world- 
wide contacts buy the best of it for use in Red 
Stripe brushes. 


2. Finest Man-Made Bristles! Pittsburgh-devel- 
oped Neoceta has been proved the best man- 
made bristle yet! Especially good for use in latex- 
emulsion paints, Neoceta is sold under the Red 
Stripe label in combination with natural bristle 
and in 100% Neoceta fills. 


3. Smoother Paint Jobs! With the new Neoceta 
Velvet-Tip process, along with superior mixtures 
of pure hogs’ bristle, all Red Stripe brushes have 
the resiliency, snap and release characteristics 
that mean smoother work every time! 


4. Consistent Quality! Pittsburgh's reputation 
was built on the Gold Stripe brush—and today’s 
Red Stripe is made under the same constant 
vigilance and extra manufacturing control that 
assure you consistent quality, brush after brush! 


5. Backed By a Century of Experience! Virtually 
100 years of brush manufacturing experience 
stand behind every Red Stripe brush. Pittsburgh 
makes only fine brushes! 


What does this mean to you, Mr. Dealer? Simply 
this: You can sell Pittsburgh Red Stripe brushes 
without fear of comebacks, and with the knowl- 
edge that your customers are getting the best 
brushes made today! It’s your guarantee of repeat 
sales, so keep stocked with Red Stripe. For the 
address of the Pittsburgh supplier nearest you, 
write: PITTSBURGH PLATE GLass Co., Brush Div., 
Dept. C3r, 3221 Frederick Ave., Baltimore 29, Md. 


There's a Pittsburgh Brush for every 
home and industrial use 


PITTSBURGH 


RAS : BRUSHES 


BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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NEW PRODUCTS 


(begins on page 83) 





Model B-2000 Powerhouse 


New Model B-2000 Lynnco Pow- 
erhouse, hand-portable, engine- 
driven, electric generator plant will 
provide both electrical and mechani- 
cal power (for belt-driven equip- 
ment) simultaneously without re- 
moving either the generator or 
engine from the steel base. This 
exclusive feature is accomplished by 


Finest 
ZS CREEN 
Rollers 


Convex Face 


Primarily used in putting the screen- 
ing into the frame slot. Can be 
supplied with 3/32" rounded edge. 


Concave Face 


Standard 2” dia. 


For inserting spline into frame after 
screening has been positioned. 
Standard stock sizes are .093, .105, 
125 and .170 width of face. 


Flanged 


Standard stock size is 2° and 
1.5/8" diameters by 9/16" width 
of face. 


Special sizes on all above tools can be 
made to o b specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, WEW HAVEN, CONN, U.S. A. 





attaching a sheave and V-belt to 
the extended engine crankshaft and 
connecting this to any belt driven 
equipment. New unit has a maxi- 
mum output of 2500 watts; continu- 
ous rating is 2000 watts, 115 volts, 
single phase, 60 cycles. Overall 
dimensions are only 17 x 23 x 191.” 
high; weight is held to approxi- 
mately 145 pounds complete. Power 
is supplied by a 5 HP Briggs & 
Stratton 4-cycle, air cooled engine. 
Lynn Engineering & Supply Co., 
Dept. AL, Russ Building, San Fran- 
cisco 4, Calif. 


For more data circle No. 25 on coupon, p. 106 


Wedge Vise 


The wedge vise (No. 1240) now 
marketed by Stanley Tools fastens 
to any bench in seconds by means 
of three screws. The vise consists 
of a heavy gauge steel wedge- 
shaped base and a hard maple 
block with a hooked end for wedg- 
ing stock into working position. It 
may be screwed to a board for 
work on storm sash, screens, doors. 
Holds paper-thin stock and up to 
two and one-half inches in thick- 
ness. Stanley Tools, Dept. AL, New 
Britain, Conn. 


For more data circle No. 26 on coupen, p. 106 
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Phones: 8-8747 ~ 5-119) 





BRAZILIAN PARANA 


Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Kiln Dried Worked to Pattern Mouldings, 
Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Quotations on receipt of your specifications 


THE FRANK A. CONKLING COMPANY 


Memphis 3, Tennessee 
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Combination Aluminum Door 


The Winter Seal Monarch ex- 
truded aluminum door is now avail- 
able to the trade. Features include: 
New extruded plastic jamb cushion 
and draft tight seal; patented latch 
for easy operation; three full-mor- 
tise, stainless steel concealed hin- 
ges; heavy die-cast corners; block 
modern kick plate; storm and screen 
inserts complete with all hardware; 
packaged as a unit with installation 
instructions included. Rogers Dis- 
tributing Co., Dept. AL, 14575 
Meyers Read, Detroit 27, Mich. 


For more data circle No. 27 on coupon, p. 106 


Help Is Coming to 
CUT FIRE LOSSES 


Yes, that’s one of the new sections 
added to our 1954 Dealer Products 
File to be published April 5. 


But this is just one part of this 
terrific reference issue that can be 
your operating guide book through- 
out the year. Air conditioning, new 
sliding glass doorwalls, glass fiber 
panels, new adhesives for plastic 
laminates—name a subject and you 
will find it described, illustrated 
and usually presented in chart or 
table form in this issue. 


Only American Lumberman gives 
you a products file that can be used 
“as is” for educating both old and 
new employes. Remember it takes 
text, photographs and charts and 
tables to do the job right. 


Remember the date — APRIL 5 


More Questions Answered 


Dealers have been asking more ques- 
tions about the new panel system of 
construction developed by the Small 
Homes Council of the University of 
Illinois under a grant by the Lumber 
Dealers Research Council. American 
Lumberman ran the first series of 
questions on page 92 of the March 8th 
issue. Another series of questions and 
answers will appear in our April 19th 
issue. Look for them—another exclu- 
sive A. L. feature! 
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AIR-CONTROLLED CLOSER ... 
length overall 15%”; jam bracket 
1%" x 2”; weight each 1% Ibs.; 
packed 1 to a box; 6 to a carton. 


SCREEN-STORM 
DOOR CLOSER 


Hundreds of your customers and prospects need screen-storm door 
closers . . . and here’s the one that has built-in popular appeal, It’s 
compact, streamlined, moderately priced, extra strong. Any ordinary 
handyman can install it in a few minutes. Check these sales-stimulat- 


ing features: 
a. 
b. 
c. 
d. 
e. 


straight-through design 
impact-extruded aluminum tubing 
nylon valve with fingertip adjustment 
a concealed buffer spring 

specially designed hold-open device 


A colorful carton and counter display will help you beat your best 
sales record in screen-storm door closers. Get complete details from 
your distributor or write Russell & Erwin Division, The American 
Hardware Corporation, New Britain, Conn. 


(To obtain more data on advertised products see page 106) 








Color Pack 


A new pocket-size “162-Color 
Pack” has been released by Color- 
izer Associates. The pack includes 
162 colors selected by noted color 
authority Faber Birren from the 
whole range of 1,322 Colorizer 
paint colors. The entire pack, closed, 
is about four by eight inches in 
size, with paint samples about four 
inches square. The Colorizer identi- 
fication number and color name is 
printed on the back of each chip. 
The last 30 pages show gloss finish 
paints, a small selection of “most 
preferred” colors in decorative 
enamels, exterior body or trim 
paints, and porch and floor enamels. 
Colorizer Associates, Dept. AL, 345 
North Western Ave., Chicago, Il. 


For more data circle No. 28 on coupon, p. 106 


Lock Merchandisers 


A new series of disposable “‘show- 
it-to-sell-it” merchandisers for sale 
of padlocks, combination padlocks, 
bicycle locks and telephone locks 
are now being distributed to deal- 
ers. 

Six colorful displays featuring 
polyethylene wrapped products 
mounted on eye-catching stands are 
the latest in a series of disposable 
marketing devices. The new dis- 
plays differ from earlier ones by 
employing more space for the sell- 
ing message and grouping fewer 
products on each display. Yale & 
Towne Manufacturing Co., Yale 
Lock & Hardware Div., Dept. AL, 
Chrysler Building, New York 17, 


For more data circle Na. 29 on coupen, p. 106 
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Dowel Red Sales Aid 


The steady demand for wooden 
dowel rods in the retail store has 
long been accepted as regular trade 
although facilities for merchandis- 
ing dowels hasn’t kept pace with 
other product sales-aides. The 
Cleveland Dowel Pin Company has 
thoughtfully corrected this over- 
sight by offering this self-serve unit 
to the trade. It is designed to dis- 
play wooden dowel rods without 
making demands on wall space and 
at the same time make it easy for 
the dealer to replenish sold-out sizes 
with new, fresh cartons readily 
obtainable from the company. 
Cleveland Dowel Pin Company, 
Dept. AL, 12703 Triskett Road, 
Cleveland 11, Ohio. 


For more data circle No. 30 on coupon, p. 106 


New Merchandiser 


A new wood merchandiser occu- 
pies very little counter space. It 
contains a minimum stock of as- 
sorted putty knives and wall scrap- 
ers, wood scrapers and blades, 
linoleum knives, crack knives, files 
and one dozen No. 01 glass cutters. 
The dealer pays only for the mer- 
chandise. ere is no charge for 
the display case. Merchandise can 
be sold right from the merchan- 
diser. Fletcher- Terry Company, 
Dept. AL, Forestville, Conn. 


For more data circle No. 31 on coupen, p. 106 








Carved Wood Trim Rack 


A self-service display rack con- 
taining 20 different patterns of 
carved four-foot lengths of maple 
and birch trim, offered in a wide 
assortment of patterns, are well 
suited for use on furniture, mantles, 
cabinets, etc. All trim, fashioned 
in varying widths and designs, are 
four feet in length. A wrought iron, 
self-service display rack holds three, 
four, five and up to 12 each of the 
20 different patterns. To simplify 
selling and reordering, each piece 
of trim has the pattern number and 
selling price stamped on the back. 
A display card across the top of the 
rack helps popularize the use of the 
trim by showing it in position on 
various pieces of furniture, cabi- 
nets, cupboards, etc. Direct mail 
brochures are also provided. Klise 
EB Carved Wood Trim Assortment, 
complete with self-service floor dis- 
play rack, is available from Easi- 
Bild Pattern Company, Dept. AL, 
P.O. Box 215, Pleasantville, N. Y. 


For more data circle No. 32 on coupon, p. 106 


Tile selling Aid 


A new counter easel board dis- 
playing the manufacturer’s Wind- 
sor line gives the dealer a quick 
selling reference. Actual pieces of 
Windsor tile are mounted on the 
board to give the customer a selec- 
tion in color and styling. The 
Windsor line is S & W’s economy 
line, recently improved in color and 
design. S & W Moulding Co., Dept. 
AL, Columbus, Ohio. 

For more data circle No. 33 on coupon, p. 106 
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Superior Quality Doors—Moderately Priced 


EDORCO 


The flush door 
- with a heart of 
-X Western red cedar 


Seporco guaranteed flush doors 
are precision built with all-wood 
construction throughout. Venti- 
lated straight-grain, kiln-dried 
Western cedar cores maintain 
dimensional stability. 


SEDORCO CORE CONSTRUCTION 
meets the highest standards and 
wins the complete approval of dis- 
cerning architects and contractors. 
Seporco doors conform to Com- 
mercial Standard 171-50, estab- 
lished by the United States De- 
partment of Commerce. Face 
specie: Philippine mahogany . . . 
rotary cut and ribbon grain; fir, 
birch, white ash and masonite. 


—SEDORCO 


SEATTLE DOOR COMPANY, INC. 
Seattle 55, Washington 
Sales Representative: Benj. Levinson & Co., 1305 Third Ave., Seattle « SE 6318 « TWX SE443 
Regional Sales Offices in many sections of U. S. 





Sell Wood Windows Faster 


: WITH 


. L.C.H. 


METAL JAMBS 








They’re automatic adjusting 


@ Easily and quickly adjust automatically to any contour vartations, 


any type wood behavior for easy operation under all climatic 
conditions. 


@ Air infiltration is reduced to a minimum. 
@ L.C.H. metal jambs work wel! with any type balance 
@ L.C.H. metal jambs give you a moderately priced window that 


meets the wood window industry's rigid infiltration specifications. 
Fast, on-the-job installation saves labor costs, Increases profits. 


Lumber Dealers! Ask your jobber for information on L.C.H. 





Metal Jambs—or write .. . 





The N.S.W. Company 


12930 AvBURN . 


DETROIT 23, MICHIGAN 





McCloud Lumber Co. 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co, 
McCloud, Calif. 


Ye 
Y “as 4 Y 

WESTERN 
SOFTWOODS 


PONDEROSA PINE 


SUGAR (Genvu Whit PINE 


DOUGLAS FIR, WHITE FiR 


BUILDING PropucTs MERCHANDISER (To obtain 





WITH BUILT-IN 
MOTOR 


priced 
for 


low 


Handles thin plywood or 
heavy 2x 4slikeabreeze 
—soaws straight lines or 
curves! 


Strong cast oiuminum and 
steel construction! Big 
100 squere inch work 
table! 


Smooth, quiet, positive 
chain drive—no slipping 
belts! 

Powerful built-in motor 
has self-lubricating bear- 
ings—Is automatically 
blower-cooled! 


» 
s 


Order from your jobber today. 
It he is out of stock, send order 
and jobber’s name to 


more data on advertised products see page 106) 


spring-tempered blade 


Here’s the top-quality band saw 
with built-in motor that every- 
one can afford! Big capacity — 
saws to center of pieces 24” wide 
—any length. It’s a portable band 
saw—can be used anywhere for 
home remodeling and home re- 
pair jobs, inside and out. In 
demand for building fences and 
boats, garden furniture, book- 
cases, tables, chairs, chests, toys. 
Guaranteed by BURGESS— 
leading manufacturer of electric 
tools for the home. Every home- 
craftsman is a ready prospect for 
this fast seller! 


Byes Wibrocafters bec 


GRAYSLAKE, ILLINOIS 


99 





Products of Monit 
CONSUMERS) 


WATERPROOF! 
[TILE BOARD? 


CEMENT, 








The quick, clean, easy way to put 
up tile board, any thickness — 
permanenily! 


Never sets brittle... 
ovt and pull away 


won't dry 
Waterproof. Contains special 
rubber base. 


Economical, Covers 150 sq. ft. per 
gallon 


Available in quarts, gallons, 5 
gallons. 


\ a 
ORDER FROM YOUR WHOLESALER - 


OR DIRECT FROM US 


CONSUMERS GLUE CO. 


1515 N HADLEY ST ST. LOUIS 6, MO 





“HASSALL 


annular 


threads have 


GREATER HOLDING POWER! 


Proven in in- 

dustries like 

shoe making, as- 

bestos siding, 

underlay flooring for 

’ linole um, pallet manu- 

° facturing, boat building, 

ESTABLISHED 1850 ¢tc. The stronger grip of 

were annular threads should solve 

many a wood fastening 

problem, maybe yours! 
Write for samples 


JOHN HASSALL INC. 


P. ©. Box 2157 
Westbury, N. Y. 


fetciell 


100 
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Quick-Service Merchandiser 


A store fixture for cabinet hard- 
ware is now available to dealers free 
with the purchase of a basic Am- 
erock stock. Known as the No. 1700 
Amerock Quick-Service Merchan- 
diser, this unit holds 81 Quick- Serv- 
ice display cartons—-45 in full view 
plus 36 in reserve stock. The No. 
1700 Amerock Quick-Service Mer- 
chandiser is shipped free with a 
9-case stock of chromium cabi- 
net hardware costing dealer only 
$162.00. No. 1725 Amerock Quick- 
Service Merchandiser is the same 
unti offered free with a stock of 
Colonial cabinet hardware costing 
dealer only $162.00. Full informa- 
tion on both offers and complete 
details on the Quick-Service Mer- 
chandiser are available. American 
Cabinet Hardware Corp., Dept. AL, 
Rockford, Il. 


For more data circle No. 34 on coupon, p. 106 


Color Harmony Center 


The Color Harmony Center fea- 
tures automatic lighting that will 
permit customers to view colors 
under the same lighting conditions 
found in their homes. This includes 
natural daylight and artificial illu- 
mination, both incandescent and 
fluorescent. The heart of the Color 
Center is the Color Selector, a giant 
color book containing 225 separate 
18 x 16” color pages, ranging from 
pastels through deep tones. The 
DOs colors shown are available in 
the Company’s complete line of Oil, 
Alkyd, and Latex Rubber Base Fin- 
ishes. The back of each giant color 
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page contains a description of the 
color and a special color harmony 
table. The Color Center Stand is 
constructed of selected Philippine 
Mahogany with a protective clear 
finish. A built-in pocket contains 
six transparent overlays called, 
“Room Visualizers,” which make it 
possible to visualize each color as it 
would actually appear. Ten Rug 
Color Inserts are also provided. To 
complete their new Color Plan, Seid- 
litz has retained the services of 
Peggy Sloan, a leading decorating 
and color consultant, who will offer, 
through Seidlitz dealers, a complete 
decorating service to consumers, 
free of charge. Seidlitz Paint and 
Varnish Co., Dept. AL, Kansas City 
10, Mo. 


For more data circle No. 35 on coupon, p. 106 





Mail Box Display 


A new point of sale display card 
for a line of cast aluminum mail 
boxes is now available. The new 
counter display is said to provide 
an appropriate background for the 
Ives Mail Boxes which are finished 
in Dead Black, Brass and Aluminum 
metallic Lacquers. Mail boxes are 
mounted on the card in such a man- 
ner that they permit easy examina- 
tion and demonstration of the box. 
The new display cards will be 
packed singly in each standard Ives 
carton of eight cast aluminum mail- 
boxes. They are provided for use 
by dealers at no extra cost. H. B. 
Ives Co., Dept. AL, Artizan St., 
New Haven, Conn. 


For more data circle No. 36 on coupon, p. 106 


Basement Window Display 

The new Windalume display fea- 
tures a basement window mounted 
on a lightweight aluminum stand 


(continued on page 103) 
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Automatic Lumber Sorter 


The new machine is an edge-type 
sorter. Lumber is carried by roller 
chain driven rolls between angled 
parallel steel plates, which have 
periodic openings of progressively 
larger sizes. When the upright 
piece of lumber reaches an opening 
of the proper width it falls out of 
the sorter by the force of gravity. 
Since the narrower boards are 
ejected first and the wider boards 
last, no springs, shear plates or 
other mechanism is required to 


r a + } 
. a ae 


knock or shear the lumber from the 
sorter. The separated lumber slides 
onto platforms of a convenient 
working height. From these racks 
the lumber can be easily stacked 
for transportation to the drying 
yard or kiln. The new Wheland 
Automatic Lumber Sorter can be 
furnished to order for any installa- 
tion and any number of separations. 
The Wheland Company, Dept. AL, 
Chattanooga, Tenn. 


For more data circle No, 37 on coupen, p. 106 


Hydroatork Drive 


Gas-powered Clark Carloader- 
model fork trucks in 3000-5000 
pound capacities are now available 
with Hydratork Drive—a transmis- 
sion which does away with the need 
for a gear shift, high and low gears 
and a clutch and clutch pedal, The 
Hydratork Drive, which combines a 
torque converter with a simple con- 
stant-mesh transmission, makes it 
possible to operate a gas-powered 
fork-truck with three simple con- 
trols, an accelerator, a brake pedal 





If you desire 


quick service on 


' 

‘ 

quality flooring, : 
a 

1 


specify — 


‘ 
s 


* 


with you today. 





~~ 
PADGETT-SMITH FLOORING CO. 


Manufacturers 


MOUNTAIN VIEW, MISSOURI 


BUILDING 


SmitH OAK/ Fil 


We have our own trailers for direc: delivery 
within 500-600 mile radius. Or can ship 
immediately by truck or rail to more dis- 
tant points. Quality end-matched oak floor- 
ing that’s well manufactured and graded, 
properly seasoned and loaded. 


Representatives in most states. Let us put 


the representative in your area in touch 


Propucts MERCHANDISER 


Easy opening sections 
for sheet changes. 


and a forward-reverse selector lever 
located on the steering column. The 
price for the optional Hydratork 
Drive factory-installed on the Car- 
loader series instead of a standard 
clutch is an additional $270.00. 
Clark Equipment Co., Dept. AL, 
Battle Creek, Mich. 
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improved Hand Truck 


This Fig. 1152 hand truck im- 
provement, embodied in the glides, 
provides easier, safer and better 
balanced traversal up and down 
curbs or stairs. Rather than the 
intermittent raising and lowering 
of the load as with conventional 
glides, these new glides permit a 
smooth slide in a position approxi- 
mately parallel to the slope of the 
curbs or stairs, claims the manu- 
facturer. Made of electrically weld- 

Continued on next page 


Ever Ready Catalog Holders 
keep catalog data at correct 
reading angle with both 
hands free. They can be used 
on sales counters, buyer's 
desks and in warehouses for 
quick reference. Dozens of 
other uses. 





No. 12 completely filled with 


ten additional sections. 











RING 





“Mo 





(To obtain 


Geneva Mfg. Co., 405 Stevens St, Geneve, iil. 
Gentlemen: Please ship me: 
Me. 12 EVER READY Holder. 15 in. wide 


ity 
ypes of punching — Kalamoioo 4-post (1), Ring Binder 2 pow oO 


ney Back 


No, 12 
Customer's Side 


Save Time « Temper ¢ Money! 


h.ver have the éxperience of searching for a 
catalog for a waiting customer and find it 
was Whe looking for “a needle in a hay- 
tack?” Most likely you were able to find 
it easily — at a later date — when you 
were hunting for another catalog. Ever 
Ready Catalog Holders keep every catalog 
heet instantly available and in place. Each 
wetion holds one inch of punched sheets 

keeps them in place makes them in- 
stantly removable without disturbing the 
balance. ONLY $5.65 Starts You Off — 
Order Additional Sections As You Need 
Them! 


Nu. 12 — Clerk's Side 


Compeny 


teel, dork 


2 sections 


Guarantee! __ 


data on advertised products see page 106) 











NEW EQUIPMENT 





~ 

















| 


ed tubular steel with choice of sin- 
gle or double handles, and open or 
solid plate noses in five, seven, or 
nine inch length. Frame size—14x 
47” high with choice of six or 10” 
roller bearings, semi - pneumatic, 
rubber tired wheels. Nutting Truck 
Caster Co., Dept. AL, Faribault, 
Minn. 


For more data circle No. 39 on coupon, p. 106 


NEW=§_ LHPERATURE , 


“How To Install a Ventilating Fan 
Yourself,” is a new book which covers 
installation through plaster wall 
board, and drywall, and through clap- 
board, shingle and brick exteriors. 
Wiring is explained. The use of vari- 
ous ventilating fan models is de- 
scribed, and the handyman has his 
choice of 7, 8, and 10-inch fans. Avail- 
able for 10c to cover the cost of han- 
dling and mailing. Fasco Industries, 
Inc., Dept. AL, Box 509, Rochester, 
New York. 
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“Homes U. 8S. A.” by Samuel Paul, 
A.LA,. displays the houses Americans 
are building and buying today. Their 
selection is based on a national survey 
conducted by the publishers who are 
one of the largest distributors of stock 
plans in the country and a regular con- 
tributor to American Lumberman. The 
survey shows the ranch-type and 1% 
story plans still leading the field with 
the split-level gaining fast in poular- 
ity. Priced at 50 cents. Architectural 
Plan Service, Inc., Dept. AL, Macy 
Building, Jamaica, Long Island, N. Y. 
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Roly-Door Steel Sectional Garage 
Doors are illustrated in a booklet. This 
piece of literature contains full-color 
illustrations of Roly-Door installations 
in various styles, sizes and types of 
homes. A feature of the new booklet 
is an exploded view of a large Roly- 
Door. This illustration clearly shows 
all the details of Roly-Door’s sectional 
steel construction and closeups of in- 
dividual parts. Morrison Steel Prod- 
ucts, Ine., Dept. AL, 601 Amherst 
Street, Buffalo 7, N. Y. 


For more data circle No. 42 on coupon, p. 106 


Colonial design hardware, chain 
door fasteners, door pulls, push and 
pull plates, name plates, extruded 
thresholds, door caps and edges, push 
and pull bars and extended pull bars 
are covered in new catalog pages. The 
new sheets give complete listings of 
the many sizes and materials in which 
the items are available, specifications, 
weights, packaging, federal specifica- 
tions, finishes and complete directions 
for ordering. Baldwin Mfg. Corp., 
Dept. AL, 1290 Central Ave., Hill- 
side, N. J. 


For more data circle No. 43 on coupon, p. 106 
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PONDEROSA PINE 


High Altitude, Soft Textured Growth 
Medern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


INCENSE CEDAR 


CALIFORNIA 























YOUR BEST BUY is— 





“gymnasium” grade, write or phone todey. 





DOLLAR for DOLLAR «,\ 


ty 
<P FLOORING +, ° 


Northern Hard Maple Flooring—liong on wearability 
and service—at sovings up to 50%! Your floor layers 
can bid lower with Diamond Herd ‘Excellent 2nd’’ 
ond ‘Thrifty Jrd*’ grades, win more contracts, do 
more business. And they'll buy from you! For full! 
details on these Diamond Hoard Grodes, plus the new 


* Unit packaged 
if desired 


* Ist, 2nd ond 


Better, 2nd ond a = Fer 
3rd Grades 


@ for Asbestos Siding 
© for Lap or Bevel Siding 
© for Wood Shingle Siding 


Save applicating time and money, 

add te appearance and durability! 

Kokome Kerners simplify fitting, 

eliminate split siding and planing 

or cutting at cerners. All corners ore made of 

aluminum. A complete line of corners for asbes- 

tos siding to match every manvfacturer’s line. 
complete semples write— 


detalis end free 


* Oldest MFMA 
MICH Member 


W. WELLS LUMBER CO 


e 3633 MENOMINEE 


M 


BUGHER MANUFACTURING CO 
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Dry Wall Finishing Systems are ex- 
plained in a booklet published by the 
Sherwin-Williams Co. Three methods 
for interior finishes on dry wall con- 
struction are smooth finish, sand tex- 
ture finish, and texture finish. Sug- 
gestions are made as to the products 
to use and the steps are illustrated. 
Sherwin-Williams Co., Painter-Main- 
tenance Sales Dept., Dept. AL, Cleve- 
land, Ohio. 


For more data circle No. 44 on coupon, p. 106 


Plaswood is a strong hard panel 
board, made from specially treated 
long wood fibers, bonded under heat 
and pressure with a special resin 
binder. Two densities are available, 
high density for underlayment of floor 
coverings, and medium density for 
sidewall sheathing. A four page folder 
describes its physical properties and 
how to apply it. Southern Plaswood 
soar Dept. AL, P.O. Box 123, Hope, 
ATK, 


For more data circle No. 45 on coupon, p. 106 


Cement Colors and how to use them 
is the subject of a folder produced by 
the Landers-Segal Color Co. The 
Lansco Cement Color Line is listed 
and details for proper mixing are 
given. Landers-Segal Color Co., Dept. 
AL, 78 Delavan St., Brooklyn 31, N. Y. 


For more data circle Ne. 46 on coupon, p. 106 


Lamidall is a decorative plastic lam- 
inate. A folder gives the patterns and 
finishes, how to apply and care for the 
covering, and its benefits. Woodall In- 
dustries Inc., Dept. AL, 3500 Oakton 
St., Skokie, III. 


For more data circle No. 47 on coupon, p. 106 


The 1954 “Where to Buy” directory 
of the West Coast Lumbermen’s As- 
sociation contains the details needed 
by the lumber purchaser in selecting 
mills able to furnish needed lumber. 
Information on capacities, equipment 
and special facilities, species and lum- 
ber items manufactured, augment the 
data with names of officials and ad- 
dresses. West Coast Lumbermen’s As- 
sociation, Dept. AL, 1410 S. W. Mor- 
rison Street, Portland 5, Ore. 


For more data cirele No. 48 on coupon, p. 106 


Bolta-Wall is a semi-flexible, tex- 
tured vinyl wall cevering that comes 
in various patterns and is easily ap- 
plied to new or old walls. Bolta-Wall 
Tiles are eight by eight inches and 
are available in Bamboo pattern only. 
A Bolta-Wall leaflet vs instal- 
lation, maintenance, and general char- 
acteristics of the products is offered 
to dealers by the manufacturer. Bolta 
Product Sales, Inc., Dept. AL, Box 605, 
Lawrence, Mass. 


For more data circle No. 49 on coupon, p. 106 


Treasure Island Philippine Mahog- 
any is featured in folders published by 
the Whitmer-Jackson Co. An installa- 
tion booklet tells how to install and 
finish the material. Another booklet 
describes patterns and sizes of the 
panels, mouldings and trim available. 
Catalog sheets are also offered for 
various price listings. Whitmer-Jack- 
son Co., Dept. AL, Cleveland, Ohio. 


For more data circle No. 50 on coupon, p. 106 





SALES AIDS 
(begins on page 98) 





together with a two-color display 
board with an attached literature 
container. This display is being 
made available free to dealers on a 
special introductory bonus deal. 
Dealers who order eight 15 x 12, 
ten 15 x 16 and six 15 x 20 windows 
at the regular low dealer prices for 
the entire, assortment will receive 
the display stand absolutely free. 
In addition, Windalume will include 
two additional 15 x 12 windows at 
no extra cost. 

Constructed of long-wearing, 
heavy gauge, silver sheen alumi- 
num, Windalume’s economy-priced 
basement windows are rustproof, 
moisture-resistant, and require no 
painting or maintenance, claims the 
manufacturer. Windalume Corpora- 
tion, Dept. AL, Kenvil, N. J. 


For more data circle No. 51 on coupon, p. 106 


New Outdoor Living Profits 


There’s something new in a sales 
approach to the outdoor-living market. 
It’s called the “patio package.” Read 
all about it in the April 19th issue of 
American Lumberman. The article is 
titled “Package Patio Merchandising 
Means Higher Outdoor Living Profits.” 





Information Offered 
In Advertisements 


Do you wish detailed information en a specific 
product or service? Check through this eas 

use index of literature and data 

this issue's advertisements: 


CABINETS, bathroom: Display unit, 
catalog; National Steel Cabinet Co 
See adv’'t p. 91 


CALCULATOR: 
information; 
adv’t p. 43 


Folder, demonstration 
Remington Rand. See 


CONVEYORS: Bulletin No, AL-34; 
Standard Conveyor Co. See adv't p 
102 


CORNERS, siding: Samples, informa- 
tion; Bugher Mfg. Co. See adv't p. 102 


DOORS, combination: Descriptive litera- 
ture; Alumatic Corp. of America. See 
adv’t p. 19. 


DOORS, combination: Descriptive litera- 
ture; Rogers Distributing Co. See 
adv’t p. 89 


DOORS, combination: Descriptive infor- 
mation; F. C. Russell Co. See adv't pps 
50-51 


DOORS, flush: Descriptive literature, 
Wisconsin Door Co. See adv’t p. 91. 


DOORS: Display unit; Ponderosa Pine 
Woodwork. See adv’t p. 67. 


FENCE: Promotion program; Keystone 
Steel & Wire Co. See adv’t pps. 26-27. 


3UILDING PropucTs MERCHANDISER 


FIREPLACE UNITS: Catalog; Donley 
Bros. Co. See advt p. 93. 


FURNITURE FRAMES, wrought iron: 
Promotion aids, information; Angelus 
Wrought Iron, See adv't p. 64. 


FURNITURD FRAMES, wrought iron: 
Catalog; Belson Mig. Co. See adv't p. 
38. 


GLUE: Literature; U. 8. Plywood Corp.- 
U.S.-Mengel Plywoods. See adv’t p. 36 


HARDWARE, screen-storm door closer: 
Display unit; Rusgell & Erwin Div., 
Amer. Hdwe. Corp. See adv't p. 97. 


HARDWARE, sliding door: Display 
unit; Acme Appliance Mfg. Co. See 
adv't p. 3. 


INSULATION, spun blanket type: Book- 
let; National Gypsum Co. e adv't 
Pp. 75. 


JAMBS, metal: Information; N. 8. W. Co. 
See adv’t p. 99 


LUMBER, wet coast: Information, pro- 
motion aids; West Coast Lumbermen’s 
Assn. See adv’t p. 53. 


NAILS, Samples; John Hassell, Inc., See 
adv't p. 100. 


PAINT: Color card; Acme 


Quality 
Paints, Inc. See adv’t p. 21 


PAINT: Color card, information; Pitts- 
paras Plate Glass Co. See adv’t pps. 


PIPE, plastic: Display unit; Plastex Co 
See adv’t p. 87. 


PLASTIC LAMINATE: Promotion kit; 
St. Regis Paper Co. See adv't p. 85. 


ROOFING, aluminum: Information, sales 
aide; Aluminum Co, of America, See 
adv't p. 28. 


RULES: Display unit; Lufkin Rule Co. 
See adv't p. 84. 


SASH BALANCE, weatherstrip: Folder; 
Milwaukee Strip Service, Inc. See 
adv't p. 88 


SHEATHING: Merchandising progres: 

Celotex Corp. See adv’t pps. 44-45. 

SHINGLES: Descriptive information; 
Bird & Son, Inc. See adv't p. 35. 


STAIRWAYS, attic: Catalog; Bessler 
Seaeporaring Stairway Co, Bee adv't 
p. 93. 


TILBBOARD: Dealer kit; Insulite Div., 
Minnesota & Ontario Paper Co. See 
adv't pps. 58-59. 


TOOLS, power: Circular; 
Works. See adv't p. 306. 


Tannewitz 


TRUCK, lift: Descriptive literature; 
Clark Equipment Co. See adv't p. 79. 


WEED KILLER: Booklet; E. I. duPont 
de Nemours & Co. See adv’'t p. 41. 


WINDOWS, steel: Descriptive informa- 
tion; F. C. Russell & Co. See advy't pps 
50-51. 


WINDOWS, steel and aluminum: Pro- 
motion aids; Truscon Steel Div., Re- 
public Steel. See adv't p. 25. 


WINDOWS, wood awning: Descriptive 
information; Gate City Sash & Door 
Co. See adv't p. 37. 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge 82.00 





1 Time — 10¢ per word for each insertion. 
Minimum charge of 50c per line. 


3 Times — Sc per word for each insertion. 
Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
7e per word tor each insertion. 
Minimum charge of 35¢ per line 


All ads tor classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
Ncation. Advertisements are set in uniform 
6 point style. 

allowed. tion de 
sired. Publisher reserves right to classify 
edit or reject any classfied advertisement. 
No agency commission or cash discount 
allowed. 

Por advertisements bearing box number count 
five extra words. There are tely 
5 words to a line and when leas are specified 
or used, regular line rate is charged. 


When anew box sumbers or mailing 
copy for ads eas them to: 


AMERICAN LUMBERMAN, INC. 
199 WN. Clark St., Chicago 2, Ml. 


26 Times — 





HELP WANTED 





Old established manufacturer of standard and 
architectural millwork, located in central 
Ohio. Need thoroughly competent and depend- 
able detailer and biller, experienced in 
schools, heepitals. churches, residences, pub- 
lic and office buildings. Excellent working 
conditions. All social benefiits to right party. 
State experience, availability, salary, etc. Ad- 
dress Box R-51, American Lumberman, Inc. 


Wanted: Sales Manager or Assistant to Owner 
of rural retail yard and constructing operation. 
Substantial current and past volume which can 
increase in proportion to ability of personnel. 
somoene must be thoroughly experienced in 
Building Material sales to rural trade and 
handling of Sales Personnel. Salary and Bonus 
commensurate with experience and ability, 
four Ts tential. 

LESTER'S INC., Lester Prairie, Minn. 


MILLWORK SUPT. Man with special detail 

millwork experience te run a medium sized 

shop. Excellent opportunity. State age and 

salary needed in first letter. Write to: Frank 

Aughnay, c/o The Villaume Box and Lumber 

Company. West Indiana Avenue, St. Paul 
nnesota. 


WANTED: Retail Yard Managers, Missouri and 
Oklahoma. Good Yards in good towns. Busi- 
ness is good. If you cannot produce don’t 
answer this ad. Address Box R-65, American 
Lumberman, Inc. 


Wanted: Draftsman and Estimator. Prefer mid- 
dle aged or older man who likes paper work. 
Good working conditions. Need not be com- 
pletely qualified architectural Draftsman as 
most work is routine farm building and resi- 
dential drafting and listing from our standard 
designs. Prime requisite is to be able to turn 
out o volume of neat accurate routine work. 


Salary open. 
LESTER’ INC., Lester Prairie, Minn. 


Sales Manager for large retail & wholesale 
operation in rocky mountain empire. Furnish 
age, experience, qualifications and references 
in reply. Address Box R-56, American Lumber- 
man, Inc. 


SALESMAN with following in Central and 
Northeastern Ohio to represent manufacturer 
and wholesaler of West Coast and Southern 
lumber. Reply to P. O. Box 150, Portland 7, 
Oregon. 


WANTED: Eapestonced manager for County 
u 


Seat Retail mber Yard. xcellent salary 
and bonus, must be on job by April 15th. Give 
“7. experience. references, and when avail- 
a a ddress Box 8-20, American Lumber- 
man, Inc. 
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HELP WANTED 





SITUATIONS WANTED 





SALESMAN WANTED with customer following 
to cover Wisconsin and western Michigan. 
selling complete line Softwoods and Hard- 
woods from wholesale distributor stocks. Sal- 
ary and expenses. Address Box R-40, Ameri- 
can Lumberman,. Inc. 


Old established facturer of standard and 
architectural millwork, located in central 
Ohio. Need thorough! t and d d 





LUMBER YARD MANAGER desires change to 
firm that can offer advancement. 14 years ex- 
perience, 12 years as manager of yard doing 
approximately $500,000 volume per year. Pre- 
fers South, Southwest or Far West. Address 
Box S-22, American Lumberman, Inc. 


EXECUTIVE ASSISTANT OR DEPARTMENT 
HEAD Available. Middle age man with suc- 





able estimator, cubplansed in schools, hospi- 
tals, churches, resid , public and office 
buildings. Also experienced in selling con- 
tractors. Excellent working conditions. All so- 
cial benefits to right party. State experience, 
—-T. salary, etc. Address Box R-5S0, 
American Lumberman, Inc. 





MILL SUPERINTENDENT-ESTIMATOR 


Small Mill doing mostly special residential 
millwork in connection with old established 
Lumber Company located in Central New 
York. Must take complete charge. Kindly 
give qualifications and salary expected. Ad- 
dress Box 8-21, American Lumberman, Inc. 


Woodworking Machinist 
Man thoroughly tamiliar with settin up 
moulders, grinding knives and capable of 
supervising machine work. Good opportunity 
for the right man. 


Chicago Wooden Tank Company 
2637 S. Throop Street 
Chicago 8, fuinois 


LUMBER SALESMEN 


If you are a hard-working, aggressive man 
25 to 50 years of age, with some knowledge 
of lumber and a desire to sell at a good 
income, we e an excellent opportunity 
for you. We are well-known, long established 
wholesalers covering the Midwest and have 
several choice openings available for men 
to call on retail lumber dealers and indus- 
trial ac ts in lusive territories with 
no week end travel. We pay split of profits 
with guarantee of salary and full expenses 
including car: also employee profit-sharing 
trust. 

In your confidential reply to Box §-33, 
American Lumberman, Inc., please outline full 
personal background and work experience. 





Wanted: We have an opening for a young 
man with a few years of lumber experience, 
who wants a permanent position with an old 
established yard. Preferably from an agricul- 
tural community. Give references. Address 
Box 8-31, American Lumberman, Inc. 


Wanted: We are looking for a young man with 
several years of building material experience, 
who is capable of doing a certain amount of 
drafting. Permanent position and excellent op- 
portunity for the right man. State when avail- 
able. ddress Box $-32, American Lumber- 


man, Inc. 


LUMBER YARD MANAGER—under 40. Aggres- 
sive. High ant ge Chance to invest small 
amount although not required. Don’t reply 
unless qualified. Write 


ox 8-30, American 
Lumberman, Inc. 





SITUATIONS WANTED 





MILLWORK—DETAILING 
A firm of millmen with years of experience 
offer a detailing and designing service. Guar- 
anteed results. Reasonable Cost. Excellent 
service. Address Box R-59, American Lumber- 
man, Inc. 


Progressive Forester-Manager of smal! com- 
pany desires to relocate with larger firm. Long 
experience business manager, logging, mill- 
ing, retail lumber sales. Age 33, married, B. S. 
in Forestry, prefer in or around Lake States. 
Address Box R-72 American Lumberman, Inc. 


LUMBERMAN: DIVERSIFIED EXPERIENCE, AC.- 
TIVE Retail Yard, Office, Sales. Relocate. 
Assume responsibilities. Congenial, enthus- 
iastic. Address Box S-28, American Lumber- 
man, Inc. 

Lumberwoman with 16 years experience de- 
sires positi with r ible whol le firm. 
Experienced in purchasing and selling all 
species Southern and West Coast Lumber and 
Millwork. Can handle stenographic-bookkeep- 
ing detail of office including collections. Will- 
ing to relocate anywhere in United States. 
Write Box §-27, American Lumberman, Inc. 





March 22, 


ful record—wide knowledge of retail lum- 
ber: wholesate building materials: wholesale 
and retail millwork. Excellent at detail. Un- 
derstand accounting. Capable at estimating: 
purchasing: preparing price lists: inventory 
control: order andling. Good references. 
S. Smith, 604 Maple Ave., Waukesha, Wis- 


onsin. 


Retail Yard Manager available two weeks 
notice. 30 years experience retail lumber and 
construction. Age 48, married, salary open. 
T. H. Welch, 1022 South Sth Ave., Bozeman, 
Montana. 





SALES REPRESENTATIVES 
AVAILABLE 





Manufacturers’ Agents calling on all lumber 
and building supply dealers in New York. 
New Jersey, eastern Connecticut, eastern 
Pennsylvania, Maryland, D. C., and Delaware 
can handle an additional item, millwork, 
building specialties or builders’ hardware, on 
commission basis. Seven men on the road. 
Address Box R-30, American Lumberman, Inc. 





Additional lines wanted in white pine. mould- 
ings, framing and plywood. Only major mills. 
Direct distributorship. In central Connecticut. 
Address Box S-23, American Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 


DISTRIBUTORS WANTED 


N line of Grandview Birch paneled kitchen 
qubinete offered in standard modular sizes. 
Also Formica sink ~ counter tops. Write 
f catal es an di t hedul 
City) 129th’ Street South on Highway 71, 
Grandview Products Co., (Suburban Kansas 
Grandview, Mo. 











WANTED—Sales Representative for Eastern 
territory by midwestern millwork manufacturer. 
Give full qualifications. All information will 
be kept strictly confidential. Address Box R-52, 
American Lumberman, Inc. 


Representatives calling primarily on retail lum- 
ber yards and building supply dealers. Sec- 
ondary coverage to furniture dealers. We 
manufacture a very new, very modern line of 
Oak Kitchen Cabinets. 


Cabinets are manufactured like fine furniture 
and are shipped semi-assembled and can be 
sold either as a do-it-yourself or an assembled 
unit. Doors, drawer fronts and all exposed 
surfaces prefinished in following colors to 
emphasize Beautiful Oak Grain: Silver Fox, 
Sea Mist, Lime Oak and Natural. These cabi- 
nets are designed and priced to compete 
favorably with anything now on the market. 


When writing. please outline exact territory, 
other lines carried, types of trades covered 
and several trade references. Exclusive terri- 
tory arrangement. 


THE UNITED CABINET COMPANY 
Subsidiary of Krempp Lumber Company 
Iie South Main Strevt 
Jasper, Indiana 


MANUFACTURER'S REPRESENTATIVES 


Manufacturer of Specialty Millwork Products 
would like ‘representatives for Connecticut, 
New Jersey, Pennsylvania, Southern States, 
and Indiana areas. Please send replies to 
Box §S-29, American Lumberman, Inc., with 
complete information on products now selling 
and personal references. 


METAL MOULDING SALESMAN 


Full time or side line. call on linoleum— 
hardware—furniture stores—cabinet sho 

f ers and wholesale distributors. Rep- 
r ting M facturer of plet quality 
line of al and stainl steel ding 
and plastic wall tile. Exclusive territories 
open. National Aluminum Co., 1134 Alum 
reek Drive, Columbus 9, Ohio. 
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LUMBER & DIMENSION WANTED 


LUMBER & DIMENSION WANTED 
Wholesale Distribution Yard serving 150 mile 
radius of New York City, will consider taking 
in anything you have to offer on consignment. 
Address Box R-62, American Lumberman, Inc. 





PLYWOOD CUTOFFS WANTED 
Fir or hardwoods, any quantity, 
Can be steady outlet. 
dress Box S36, 


LUMBER & BUILDING MATERIALS WANTED 
One or more cars of each of the following 
items: Door Jambs, Birch Flush Doors, Asbes- 
tos Siding—Second Grade. Combination Storm 
Doors. Select Red Oak Fiooring—25/32 x 21. 
What other items have you to offer at a price? 
Write Kaplan Lumber Company. 1631 West 
Clay, St. Charles, Missouri. 


any size. 
What have you? Ad 
American Lumberman, Inc. 





WANTED — RAILS 





RAILS WANTED 
Any weight—any Pa 


W. H. DYER Co., 
2111-A Railway Exch. Bldg., a -_ 1, Mo. 


RAILS 
New Relaying 
Always in market to purchase and sell all 
classes railroad equipment. 
K. PRANK 
Park Bldg. 


Pittsburgh, Pa. 
103" Luke St., Reno, Nev. 


M. 
480 ~~ a 
New York, 


STEEL RAILS 
164, 20H. 25#, 30H, 35H, 40H and Heavier 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





USED MACHINERY WANTED 





Wanted: Morgan Closed Back 48" Nailing 
Machine. 
Cavaler Spring Co., Inc. 
670 Henry Street 


Detroit 1, Michigan 





MISCELLANEOUS 
FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





ADVERTISING YARDSTICKS 
Basswood, 2-color. Same price as 1-color. 
Also Paint Paddles. Immediate shipment. 


DUMONT 


R. J. co. 
156 So. Melrose Ave., Elgin, Ill. 


After all—there is nothing like 
Wood Advertising Pencils. Available 
with bell ringing slogans. Write 
for Brochure and Prices. 


ABA WOOD PENCILS 
P. O. Box 395 Tuckahoe 7, New York 


PROMPT SHIPMENT 








PROMPT SHIPMENT 


BUILDING PAPER 


Reflective Insulation 

Asphalt Felt—Red Rosin 
Nail Bags (Larger Opening) 
Twine (For Tying Lumber) 
Miracle Adhesives & Anchor Nails 


SLIDING DOOR HARDWARE 
Joist Hangers (in Cartons) 
Dolly Varden Corners 
7” Wall Ties — Areawalls 
NICHOLS ALUMINUM NAILS 
Wooster Brushes 
Attic & Roof Louvers 
Miniature Louvers (l5c resale) 


(Selling only to dealers) 


HOSKING PAPER & SUPPLY 
P. ©. Drawer 43 Wilmette, 


BUILDING Propucts MERCHA 





USED MACHINERY FOR SALE 





We are changing to a 72" carrier and lift 
truck package and offer for sale 3 one year 
old Ross straddle carriers Series 70 model 
6663 — 60° capacity. Prices quoted upon 
request. 


These machines are like new and we also 
have plenty of 4’x4"’x60'' bolsters with bolted 
legs to go with the machines at $1.50 each. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Illinois 


LOGGING TRACTORS WITH ANGLEDOZERS 
International TD-9 wide gauge. with Bucyrus 
Erie hydraulically controlled angledozer. Re- 
built, excellent condition. Price $2950.00. 
Allis Chalmers HD-5, wide gauge with Gar- 
wood hydraulically controlled angledozer and 
CARCO winch. Late model. Rebuilt, excellent 
condition. Approximate cost $8800.00. Our 
price $4750.00. 


©. C. Evans — Mt. Sterling, Ky. 


1—Prescott right hand offset carriage 20 ft. 
long, shaft is 22° 6°’, frame width 51°’. over- 
all width r 6". Has 6 trucks. Wheels are 
16°" in diameter, width from outside wheel 
to wheel is 59’. Has three blocks, opsaing 
48"’, height knee blocks 21’’. Equipped wit 


air set and air dogs. Carriage runs with 
brass bearings and free wheel on one side 
other side roller bearings. 

12x45" shotgun feed with end valves. 

2 pneumatic bumpers 14°'x30° cylinder. 
8” diameter plunger bar. 


Boehm-Madison Lumber Co., Milwaukee, Wis. 


LOG LOADING CRANE 
International Crawler Tractor, Mode! T-9, with 
Austin Western full revolving swing crane, hy- 
draulically controlled. 16’ boom, will lift ap- 
proximately 25’. Gov't purchased, excellent 
condition. Price $3250.00. 


©. C. Evans — Mt. Sterling, Ky. 





BUSINESS OPPORTUNITIES 


Lumber & Building Supply Yard in Central 
Ohio, for lease—Plenty parking i 
ating since 1932. Room for expanding—Can 
arrange long lease to reliable party. dress 
Box R-43 American Lumberman, Inc. 





For Sale: Site and band sawmill machinery, 
for 8 million yearly production; all or part in- 
terest. Address S. Gabel, Lardeau, B. C., 
Canada. 





BUSINESSES FOR SALE 


For Sale by owner, retail lumber and hard- 
ware business, located in Southwest Louisi- 
ana. This is a real opportunity. Owner wishes 
to retire. Address Box R-45, American Lumber- 


man, Inc. 





RETAIL LUMBER YARD FOR SALE 
In heart of Industrial Section of Detroit, Michi- 
gan. Old established business. Well balanced 
stock. Good sheds. Own side tack. Excep- 
tional opportunity. Owners wish to retire on 
account of advanced age. Will sell er least 
property. Address W. G. Towle, 268 Haltiner 
St., River Rouge, Michigan. 


Retail Lumber & Coal Business in southwest- 
ern Michigan located in a small town in the 
center of a good farming community. Well 
established — good volume — showing a nice 
profit for years. No real estate to buy. Pres- 
ent owner has been here nearly thirty years. 
Health reason for selling. Address Box 8-24, 
American Lumberman, Inc. 


FOR SALE 
Yard in eastern Le gay town, 
rich farming paratively smal] 
investment will handle. Owner wishes to re- 


Se. Address Box §-25, American Lumberman, 
ne. 


located in 





LUMBER & DIMENSION 
FOR SALE 





QUICK SERVICE TO DEALERS 
CL or LCL shipments 


Hardwood and Softwood 
Architectural Trim and Woodwork 
Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 


FOR SALE—HARDWOOD LUMBER 
Now being sawed at Mills in Northern Indiana 
and Ilinols to Standard Grades Crating, Car 
Bracing and heavy loading Timbers. Over 2,- 
000,000 ft now walkie’ at low a 
rices Chicago area, car loads or S000 it 
Truck loads. Send inquiries. 
JOHN BRENNAN & CO., LUMBER YARD 
5859 W. Ovdes Ave. Culeney. mh. 


BONE DRY POPPLE 


4/4, 6/4 & 8/4, can be surfaced and resawed. 
cynd, us your inquiries for delivered prices. 
. Bailey Lumber Co., Virginia, Minn. 


Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 





Also 
Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Inquiries answered promptly:. 
Al Clements Lumber Co. 
P. ©. Box 908 


Eugene, Oregon 
Phone 5-3317 


Mouldings 
Millwork Blanks 


TWX EG04S 


BOOKS FOR SALE 








CYCLOPEDIA OF BUILDING TERMS. 64 
pages of definitions, illustrations, charts and 
tables to assist lumber and building material 
dealers in the operation of their business. 

of F of light construction 
for lumber dealers. 
Excellent presentation. Price 50c. 


LUMBER AND ITS USES. By Kellogg. A 
practical outline describing in non-technical 
language the properties and uses of the prin- 
cipal commercial species of wood which are 
manufactured into lumber. Fourth edition. 
Price $4.00, 


FOREST PRODUCTS. By Nelson C. Brown. 
Harvesting, processing and marketing of ma- 
terial other than lumber, including the prin- 
cipal derivatives, extractives and incidental! 
product ate 155 illusrtations, glossary 
and reference list. Price $5.00. 





k tiAt eo = | 
and 








LOGGING. By N. C. Brown. The principles 
and methods of harvesting timber in the 
United States and Canada. This book will help 
the stud and r to cain a better un. 
derstanding of logging methods employed. 
Price $5.00. 


CARPENTRY. By Townsend... A ~ ng 
treatise on simple building constructi 
cluding framing, roof construction, abelian 


HANDY LUMBER CALCTE RTOS, A useful 
pocket size cal. 
culator for deed sizes, “tog rules, esti- 
mated weights of Jumber and useful miscel- 
rice 50 cents. 


THE PROPERTIES AND USES OF WOOD. 
By A. Koehler. This book presents in non- 
technical manner the more important facts 
concerning the properties of wood and how 
these properties affect its utilization. Bound 
in cloth. 354 pages. Price $4.00. 
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in the service of 


LUMBERMEN 


in protection 
7 Specie industty- 


@ professional safety engineers. 


© more than 99 branch 


coast to coast and jn claim offices 


Canada. 


Substantial dividends have been returned to 
policyholders since organization in 1912. 


Lumbermens “WGU) GUN 


Operating in New York state as 
(American) Lumbermens Mutuel Casualty Company of Illinois 
James $. Kemper, chairman H. G. Kemper, president 





To 
INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 


An Experienced lumber Service 


That Knows the Producer's Prob- 
lems and the Buyer's Needs. 


C. E. 


P.O. Bex 391 
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Paint Profits for 
Building Material Merchants! 


ae , : : 
Bruning Brothers, Inc. has on its staff men of consider- 


1912-1953 


able experience in building profitable paint sales traffic for 
the building material merchant. BRUNING prices permit 
independent merchants to meet direct paint factory compe- 


tition. We have no company owned or sponsored stores, 
MANUFACTURERS OF 


B.C. RED CEDAR SIDING, SHINGLES. LATH For information, write: 
I ae BRUNING BROTHERS, INC. 


4209 E. Chase Street, Baltimore 5, Maryland 


PORT MOODY. 86.¢ 
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GILLIES BROS. & CO. Ltd. USO LBS | 
BRAESIDE, ONTARIO, CANADA RN . 

Mfrs. of WHITE PINE (PINUS 
Genuine STROBUS) 
Also some Norway and Spruce a amulet 
Nicholls TROWELS, FLOATS, CEMENT TOOLS, 
AIR-SEASONED _ WATER-CURED DARBIES and HAWKS have been designed to 
perfectly “fit the joh Many years of research 


sive “much wanted features” that make Nicholls 
tools sell faster. 


Rough or Dressed 
Capacity 28 million feet annually y i 
Sawmills — Braeside and Temagami, Ontario 3 ot ro. cet <i. 
won Sasetitin th aie: — NICHOLLS MANUFACTURING CO. 


OTTUMWA, (OWA ‘ 
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This is th 


month when every taxpayer suffers 
from hardening 


if the pecuniary gland 

4 * - 
\nd spring fever is the disinclination 
* a + 


of the sap to rise 
Our very first kiss I'll ne'er forget 
You didn’t remove your cigarette! 
¥ * ‘ 
The tax dodger does not love his 
money more 


country less but loves his 


+ * 
One of ‘those actresses’ was applying for a pass 
port. “Unmarried?” asked the clerk 
“Occasionally,” rv? plied the a tress 
. * * 
“Why did you steal that $25,000 
“T was hungry.” 
* * * 


Judge 
Accused 


love you in blue 
love you m red 


/ 
/ 
But best of all 
/ 


47'e you m blu 
* - + 

| girls don’t marry for cash. Some’ll take checks 
* * 

Douglas Fir—basic to building but various in qual- 
ity yet available in always proven grades from a safe 
and satisfying source The MAUK Seattle Lumber 
Lo 

Our operation is meeting your most precise specifi 
cations, Our Douglas Fir d-partment is outstanding 
in the United States and has been under the able 
management of A. L. Blessing for over fifteen years 
What you want to know he can tell you. What you 
want to get he can furnisi.—-from the MAUK S-attle 
Lumber Co., of course 

* * 

Simple Celia complains that when some men dance they're all 
et and when they sit out they're all hands 


a * * 


There's a restaurant in 
eat dirt cheap—but who 


our town where 
wants to cat dirt? 
* * 4 


you can 


Male patient to nurse 

“Did you?” 

“No you wouldn't let me.” 
+ * * 


“T had a dream about you last night.” 
\ urse 


latient 


“To fall in love with her you must have an open 
miad that is, a hole in the head.” 
+ * ‘ 
Do You Know What Dept 
Do you know what a cigar wrapper is? A smoking jacket. 
Do you know what a cigar butt is? The bitter end. 
Do you know what MAUK merchandise is? The better buy 
* * 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Tolede, Ohic 
108 
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BUSINESS TRENDS 


THIS MONTH BEGINS with scattered signs of im- 
provement in the economic picture. The National 
Association of Purchasing Agents reported Easter, 
spring and early summer products wére becoming 
active and that this month may bring a leveling off or 
an upturn in industrial business. Stocks of unworked 
material inventories last month had the sharpest 
drop since last June. 

THE PATTERN FOR THE AUTO industry has 
now been completed with news that Chrysler has 
borrowed $250 million for expansion. Ford and Gen- 
eral Motors have announced extensive expansion pro- 
grams; Packard has one under way and Nash has 
proposed a mergér with Hudson to make a new firm. 
Emphasis is on cost reduction. Chrysler’s statement 
said that further automation (making factory opera- 
tions largely automatic) was part of its capital ex- 
penditure program. 

A NEW TYPE of error notice soon will be going 
out to individual taxpayers. Internal Revenue Service 
officials have compiled a list of 26 types of mathe- 
matical errors made on form 1040 returns. Field 
agents will simply mark the appropriate mistake on 
a new form and mail it to taxpayers with a refund or 
a bill for additional taxes. This will eliminate a lot 
of time-consuming, typewritten form letters, offi- 
cials say. 

PLASTIC TREATED WALLPAPER is being 
pushed by the nation’s wallpaper makers in their 
drive to nudge the paint industry out of the “do-it- 
yourself” home decorating field. The new papers 
come pre-trimmed and pre-pasted. 

ARE NEW AND USED automobiles experiencing a 
seasonal upturn? Dealers think the turn is near, but 
less optimistic observers say, “Wait a little longer.” 
In Detroit Chrysler began calling men back to work. 

MORE SIGNS ARE SEEN that the Administration 
will have a tough time if it attempts to hold to its 
party line on tax reductions this year. The House 
Ways and Means Committee in a “surprise” vote 
moved to cut luxury excise taxes to a minimum of 
10%. The last has not been heard of moves to extend 
the personal income tax cuts further. 


HEAT WAS POURED on Secretary of Agriculture 
Benson and his order to cut support prices on dairy 
products. The entire membership of the House Spe- 
cial Dairy Committee went on record as opposed. 

MANUFACTURERS’ SALES in January totaled 
$22.9 billion, $1.1 billion less than in January, 1953, 
the Commerce Department reported. By holding pro- 
duction below sales, the agency found, the manufac- 
turers were able to reduce their inventories $100 
million from December 31, ending January with 
$46.8 billion of goods on hand. 

ELECTRICITY USE last week amounted to 8.4 bil- 
lion kilowatt hours, a 4% increase from the like 1953 
period, according to the Edison Electric Institute. 
This was the smallest year-to-year gain in any week 
thus far in 1954. It was less than the increase in any 
1953 week over 1952, except when the comparison 
was distorted by a difference in the date of Labor Day. 

THE HOUSE WAYS and Means Committee voted 
to cut Federal excise taxes on furs, jewelry, theatre 
admissions, travel tickets, phone calls, telegrams and 
other items by nearly $1 billion yearly. The reduc- 
tions would cut to 10%, effective April 1, all excise 
rates now over that amount on the items affected. 

POLICY MAKING DECISIONS by the National 
Labor Relations Board are expected to be forthcom- 
ing in number now that Albert C. Beeson has been 
sworn in, bringing the board to full five-member 
strength. Fifteen cases are pending in which Mr. 
Beeson must cast a tie-breaking vote. 
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Let in the healthful fresh air but 


keep out the flies and insects! 


: SCREEN HARDWARE 


— does the trick! 


Open wide the doors and windows during the 
warm spring and summer day s for fu 
of the invigorating fresh air 
suffer the annovance of f] 


ll enioyment 
.No need, however,to 
ies and insects when 
adequate screen protection can keep out these 
disease-carrying intruders. The open pore h with 
snug-fitting screens becomes the ideal spot for 
dining or relaxing when temperatures rise, 

Note the wide variety of screen and storm door sets 
here illustrated which provide 


all the necessary hard- 
ware for a complete installation 


Dealers everywhere find the popular National line of 


hardware a consistent sales leader. 


bp eS " ‘ ' 
. Ne ee a ’ 
tea STORM DOOR St ’ 
a at SCREEN AOD Oe —_ 
: ‘ oot ka : P ee 
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No. 93 Screen 
and Storm 


4NO. 91 Screen Door Set 


and Storm Mitel . 
Door Set ——— Sterling 


MANUFACTURING COMPANY | linois 
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When concrete block are laid, the mortar should have 
“body”, to support the weight of the unit, thus holding it 
up to the line. If the mortar lacks body, the block will 


settle below the line even if a thick bed of mortar has 
been spread, 


At the same time, plasticity is required. Unless the mortar 
is plastic, the bricklayer cannot quickly and accurately 
tap the block down to the line. 


Brixment has body and plasticity. It is firm but not stiff 

-soft but not sloppy. This combination of body and 
plasticity makes Brixment the best possible mortar to 
use with concrete blocks. 





